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ANKING never ought to be an exceedingly laborious trade. 
There must be a great want of system and a great deficiency 
in skilled assistance, if extreme labor is thrown upon the chief. 


—Wealter Bagehot 
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What Determines Good 
Vault Equipment? 
Protection? 
Beauty? 
Price? 
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20,000 Lbs. of 
Guaranteed Protection 








—recently installed in the City Treas- 


All of these— 
cd | 
urer’s Office in Los Angeles, Cal., by 


Baldwin & Burke Safe Co., Los Angeles J Z 
Y agent for The National Safe & Lock Co. to the highest degree. And National 


pioneered the furnishing of distinctive vault 

OU can buy beautiful-looking vault equipment embodying all the features of the 

equipment that does not cost as much designs of the most eminent bank vault 

as National must charge, but nowhere engineers without the usual prohibitive 

else can you get the combination of ©°°t: National’s large volume and modern 
PROTECTION, BEAUTY and PRICE Production made it possible. 

that National offers. Before considering any changes in your 


National is the only manufacturer offering Present vault equipment, be sure to see our 


a five-year GUARANTEE that their vault 40-page booklet describing modern instal- 
doors will resist any form of burglarious lations and facts about vault construction 


attack. National has spent 45 years study- | Which every banker should know. 
ing vault design and perfecting vault doors The coupon below will bring it to you— 
to combine BEAUTY and PROTECTION _ without obligation. 


THE NATIONAL SAFE AND LocK COMPANY 


Established 1883—45 years ago. New York Office Chicago Office Los Angeles Office 
General Offices 2345 East 69th St. 388 Broadway Tower Bldg. Baldwin & Burke Safe Co. 
Works—East 69th to 70th St. & Pennsylvania R. R. 6 N. Michigan Ave. 1429 S. Los Angeles St. 
CLEVELAND, U. S. A. SALES ENGINEERS QUICKLY AVAILABLE IN ALL PRINCIPAL CITIES 
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The National Safe & Lock Co., 2345 E. 69th St., Cleveland, O. 


Gentlemen: We want, without obligation, complete infor- Bank... 
mation concerning: 
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Bankers Bank 


One bank out of 
every five in the 
United States has 


money on deposit here 
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Vice President, Trans- 
continental Air Trans- 
port, Inc.; Vice Pres- 
ident, National Air 
Transport, Inc. 


**Maps are almost as essential to an aviator as gasoline. 


Accurate, properly prepared maps serve as the link 


which ties an aviator to his course’’ 


oR more than half a century 

Rand MCNally Maps have aided 
in the development of transporta- 
tion. 

They guided the early experts in 
the railroad field. 

Then came the automobile, and 
Rand MCNally & Company charted 
the first road maps and pioneered 
the marking of highways. 

Now Rand MCNally & Company, 
whose maps have been popular with 
flyers ever since the very beginnings 
of aviation, bring out a new series, 
the Standard Indexed Maps with 
Air Trails. 

In this series there is a map for 


Some of Rand M¢Nally & Company’s 
Products and Departments 
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Goode School Atlas 
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Auto Road Maps 
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Economic Maps 
Aviation Maps 
Special Maps to Order 
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Children’s Books 


General Printing 


each state. On one side of a single 
sheet appears as before, the regular 
state map useful to every one who 
travels by rail and until now widely 
used by aviators. 

On the reverse side appears the 
same map, but with different mark- 
ings. It shows public airports, re- 
stricted airports, auxiliary fields, 
seaplane ports, lighthouses, radio 
stations, radio beacons, mag- 
netic declination—everything 
that might help the aviator in 
his flight or the air transport 
executive at his desk. 

Accompanying each map is a 
handy booklet. It supplies all 


Child Life Magazine 





the information any traveler wants 
—-size of cities, hotels, banking facil- 
ities, garages, interurban lines, ete. 

It includes, besides, a complete 
airport directory of the State, giving 
class, operator, location, altitude 
and size. It summarizes Depart- 
ment of Commerce air regulations. 
It tells how to use the map as an 
instrument of air navigation, how to 
fly by compass or landmarks. 

A special accordion fold 
makes the map convenient to 
handle, to fold and unfold. 
Now obtainable at leading 
booksellers and stationers, or 
direct. 


RAND MSNALLY & GOMPANY 
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Banker's Bulletin Dept. N-29 
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Airline and Bus Tickets 
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eee blueprint 
your 
present space 





Larger quarters mean higher rent. 
Why assume this burden if your 
present bank can be planned to 
accommodate your needs ? 


That’s the purpose of our blue- 
print service . . . to place in your 
bank without charge Remington 
Rand specialists. They will survey 
and blueprint your quarters, plot 
the possibilities of growth, recom- 
mend space and labor saving bank 
equipment, solve your space utili- 
zation problem. 


Naturally you contemplate bank 
growth. If you can accommodate 
that growth in your present space, 
your overhead is reduced, your 
profits are increased. Send the 
coupon for additional details 
regarding blueprint service. 


Library Bureau ‘Division 
REMINGTON RAND BUSINESS SERVICE Inc. 


Buffalo, N. Y. 
Sales Offices in all Principal Cities 


Remington Rand Business Service Inc., 
Remington Rand Building, Buffalo, N. Y. 


Gentlemen: I am interested in making my present bank space accommodate anticipated growth. 
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The Bankers Monthly Round Table 


You Do Not Need Cooperation To 


Eliminate Operating Losses 


The Editor’s Viewpoint 


T HAS been a common excuse of bankers who have suffered operating 
losses that corrections cannot be made without the cooperation of the 
other banks in the town. It is often easier to organize your bank on a profit- 
able basis when the other banks in town have not done the same thing. If you 
require a service charge and the other banks do not, those depositors who always 
will be losers for you will go to the other bank, and it will be good riddance. 


T IS not necessary to have cooperation 
among all banks in order to install a serv- 
ice charge with success. 


It is not necessary to have cooperation to 
install a charge on collecting checks. 


Charges on small loans may be made even 
though your bank is the only one making such 
a charge. 


A charge may be made for discounting auto- 
mobile paper, whether the other banks do it 
or not. 


To substantiate these statements, consider 
the following experience of a bank with $25,000 
capital and $15,000 surplus: 


This bank is in a state where more than half 
the banks lost money in 1928, 25% were just 
breaking even, and less than 25% were showing 
earnings on their capital investment. 


The bank in question analyzed its operating 
methods, its operating costs, and its accounts. 


This disclosed weak spots, and the officers 
immediately put into effect charges and econ- 
omies necessary to make every service ren- 
dered by the bank return a profit to the bank. 


This was over a year ago, and although the 
other bank in town imposed no charges, the 
bank making charges is far ahead in net 
earnings. 


This bank lost 35% of its checking accounts, 
but its total deposits increased 7%, and that 
alone increased earnings materially. 
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The competing bank now has three times as 
many checking accounts, but its total deposits 
subject to check are approximately the same as 
those of the bank that is making money. 


The bank making no charges employs just 
twice as many people to conduct its business. 


The service charge imposed on checking 
accounts is 50 cents per month on accounts 
that fall below $50; an exchange of 10 cents 
per $100 or fraction thereof is collected when 
checks are deposited; a charge is made on all 
drafts supplied customers. 


The exchange charges alone bring a yearly 
revenue amounting to from 10% to 14% of 
its capital stock. 


Commission is charged on bond sales, real 
estate loans, and on installment automobile 
paper purchased from local dealers. 


Revenue from these commissions over a 
period of years has yielded from 8% to 10% 
annually on the capital stock, and no loss has 
been suffered on this paper. 


The cost of handling loans, including losses, 
is 144% of the total invested in loans and 
bonds. 


All of this is the result of the following policy, 
which surely may be applied to any bank: 


A profit must be made in every department, 
and on every account; if a department or a 
checking account is not paying, it must be dis- 
continued or put on a paying basis. 
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DETROIT AND ITS STEEL 


There isa basically sound reason for the growing 
popularity of the Detroit area as a steel 
center. 


Detroit lies midway between the great Lake 
Superior iron ore region and the rich coal fields 
of Ohio, Pennsylvania, Kentucky and West 
Virginia. Large deposits of limestone are found 
in Ohio and Michigan close to Lake Erie and Lake 
Huron. Not only is Detroit's location convenient, 
but its position on the Great Lakes makes possible 
economical transportation by water. In addition, 
the Detroit area produces approximately 1,000,000 


tons of iron and steel scrap annually—steel’s fourth 
principal ingredient. 


Then, too, the market tor the finished product is 
conveniently close at hand. This area consumes 
4,000,000 tons of iron and rolled steel annually, or 
about 11% of the total United States production. 


The raw materials are near-by, the transportation 
is inexpensive and the market is ready and wait- 
ing. Manufacturers or bankers interested in the 
possibilities of this Detroit area are invited to 
utilize our knowledge and experience acquired 
during three decades of service. 


(nion Grust Company and The National Bank of Commerce 


DET ROIT, MICH. 
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Keenly alive to the responsibility 
of its name, history and position, 
the First National Bank of Chicago, 
with First Union Trust and Savings 
Bank, offers correspondents every 
advantage which resources, experi- 
ence, facilities and modern man- 
agement can supply in a Chicago 
banking connection. 


The First National 
Bank of Chicago 


. Affiliated 
First Union Trust 
and Savings Bank 


FRANK O. WETMORE FREDERICK H. RAWSON HARRY A. WHEELER MELVIN A. TRAYLOR 
CHAIRMAN CHAIRMAN VICE-CHAIRMAN PRESIDENT 
EDWARD E. BROWN JOHN P. OLESON CRAIG B. HAZLEWOOD BENTLEY G. McCLOUD 
VICE-PRESIDENT VICE-PRESIDENT VICE-PRESIDENT VICE-PRESIDENT 
Division F — Banks and Bankers 
JOHN F. HAGEY GEO. H. DUNSCOMB JOHN J. ANTON THOMAS J. NUGENT 
VICE-PRESIDENT VICE-PRESIDENT ASST. VICE-PRESIDENT ASST. VICE-PRESIDENT 
LELAND L. HOBBS EDWARD J. JENNETT MELVIN H. THIES 
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Bank Growth Depends Upon 


Sincere Public Relations 


VER at Shelton’s 

the other night it 
was stated, and de- 
nied, that United 
States exchange in 
Canada reached a 
premium of 20% 
in 1920, and a dis- 
count of something 
like 60% during the 
Civil War. 

“‘T’ll ask Erie Barlow about it to- 
morrow,’’ offered Tom Kelly. 

**Who’s he?’’ 

“‘Erie’s the teller in my bank. 
Maybe he won’t know but he’ll cer- 
tainly find out for me.’’ 

There was a pause in the conver- 
sation. 

“But, is that the sort of thing 
your teller would do for you?’’ asked 
Mrs. MeDowell. 

“Or for you, too,’? smiled Kelly. 
“Why, wouldn’t your teller do 
that?’’ 

“O, our man is a good teller I 
guess, but I don’t think he would do 
anything but accept your deposit.”’ 

“‘No he wouldn’t,’’ said Mrs. Shel- 


By PERCY GOMERY 


Manager, Kitsilano Branch, Canadian Bank of Commerce, 


Vancouver, B. C., Canada 


N attractive building, a well-placed adver- 
tisement, the recommendation of a friend, 

or an accident may bring a customer into your 
bank, but the way he feels on leaving your bank 
is the feature which builds or unbuilds the 
volume of business. 


ton, looking queerly at her husband. 
‘‘Tmagine asking the Hon. Horne- 
Smith such a thing!”’ 

‘Why the Hon. ?’’ inquired Kelly. 

‘* Well, the plate outside his wicket 
gives his name, and he’s so dignified 
and superior we think he must be 
thesonofanearl.’’ , 

‘*You just let me take you in some 
day and introduce you to Erie Bar- 
low. You'll want to do business with 
him.”’ 


Satisfied Customer Brings 
Business 


Possibly none of Shelton’s guests 
will be introduced to Barlow by 
Kelly, but the significant facts are 
that Kelly is anxious to bring friends 
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and business to Bar- 
low’s bank and, not 
only had the others 
no suggestion of the 
kind to make, but they 
had been reminded 
somehow that their 
various banks did not 
offer the most attrac- 
tive service. 

‘‘Are the other people in your 
bank like that, Kelly?’’ somebody 
asked. 

**T don’t know; I guess so, but my 
account is only a deposit and I 
haven’t met.the others much.”’ 

Kelly judged the whole bank by 
his own personal contact, as indeed 
will 90% of other people. Of course 
we have all met the freak customer, 
himself a sour close-lipped workman 
perhaps, who resents contacts that 
become personal. (And how dis- 
proportionately we allow a snub from 
him to disturb and discourage us!) 

The fact is that the eventual pro- 
gress of any bank depends on the ad- 
vantage gained or lost at the various 
points of contact with the public. 






One day the vice president of a 
large shoe factory called on me at the 
suggestion of his chief customer in 
our district. He told me that the 
firm did business with the Bank of 

















































‘*T often wonder why we do,’’ he 
laughed. ‘*‘The manager is the darn- 
dest old crab. He snaps at you from 
across his desk. Can't even pass the 
time of day. Never comes outside 
his room except to go home, and 
won’t join a curling club or at- 
tend a public meeting.”’ 

I waited patiently for the 
answer. 

‘*But our president’s father 
did business there before we were 
a company, and I suppose we'll 
be there as long as we ean stand 
this present manager at all.’’ 

For a town inhabited and con- 
trolled by old-time presidents 
and others whose fathers had 
traditionally done business at a 
particular bank, the non-affable, 
unwilling, personal 
contact may pass mus- 
ter, but in any Ameri- 


worth talking about, 
the inhabitants and 
controllers are yester- 
day’s hewers of wood. 

They have risen to 
control of money, not 
by looking down their 
noses on their fellow- 
men, but by making 


personnel. 

Conversely, today’s 
hewers are tomorrow’s 
controllers, so that the 
bank employee who discriminates in 
his bestowal of willing attention is 
treading treacherous ground. 

I have been present at a bank 
directors meeting and heard discus- 
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sions on the increasing of deposits, 
the loaning of money, the opening 
of new branches, and the forecasting 
of the trend of events—and realized 
that all would be in vain were it not 
for the eon- 
fidenee and 
good feeling 
inspired 
by the un- 
named and 








ean or Canadian town Gomery Kpigrams On shadow. 


Public Relations 








the “‘You”’ contact is charm. 


unimportant men out on the firing- 
line. 

Business may be planned, cam- 
paigns inaugurated, and dreams 
dreamed, in the seclusion of the 





closely guarded holy of holies, by 
all the bread and butter is earned oy 
in the public space where personal | 
contact is being made with the widoy 
Jones or John Harding of the Aen» 
Manufacturing Co. 

When a lad I joined the stag 
of a newly-organized Canadiay 
bank, very keen on establishing 
a business. But the general map. 
ager was a theorist who mus 
have lacked that indispensabj: 
adjunct to success ‘‘the common 
touch.’’ 

One day I saw him and ow 
accountant engaging the teller 
at his cage door on the question 
of securing the pay account of a 
large factory. A cue of people 
out in front waited. At th 
moment, on my way out to get a 
check marked, I watched two 
men leave the end of the line. 
eross the street and open wx. 
counts at the bank where I had 
been sent. The bone, in the 

shape of immediate 
eontact, had been 
dropped forthe 


To plan a campaign 
for business without 
recognizing the im- 
portance of personal 
contact with the pub- 


HE eventual progress of any bank depends on lie is like carefully 
the advantage gained or lost at the various 
points of contact with the public. 


sharpening your knife 
and then trying to cut 
with the blunt edge of 


friends. Not espe- —_>—. the blade. 
cially or designedly Business may be planned, campaigns inaugurated, Many years ago | 
financial friends, or . , was a clerk in the sur- 
a and dreams may be dreamed, in the seclusion of the or elle a 
properly - introduced : viving bank of a town 
individuals, Wat by closely-guarded holy of holies. But all the bread of 4,000. The oldest 
making a friend out and butter is earned out in the public square where inhabitant, with 
of every contact in personal contact is being made with the widow Jones whom I boarded, told 
life. or John Harding of the Acme Manufacturing Co. me. ‘The old bank 
These. successful of A was here for 16 
men have simply no : f ; years, and the bank 
use for people whose To plan a campaign for business without recog- of C came along and 
disposition is other- nizing the importance of personal contact with the ran it out.” 
wise inclined. And by public is like carefully sharpening your knife and Between the merits 
people” we must in- then trying to cut with the blunt edge of the blade. and policies of these 
clude banks, because two banks there was 
no institution has ever probably not a pin to 
yet risen in public The effect in business is much the same as in choose, except that the 
esteem higher than its social intercourse, the “I’’ contact is boredom and neglected point of 


personal contact in 

Bank A was the joint 

in their armour 

pierced by Bank B. 
At one time we had the interesting 
spectacle of two strong banks enter- 
ing a new territory together, each 
well-equipped and enjoying publi¢ 


(Continued on page 47) 
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Transter 


Your 


Officers 


To Other Departments 


Force them to learn about the other 
departments of the bank and they 
will be more useful and more suc- 
cessful in their own departments 





E find that many helpful 
















By C. O. HOLMES 


President, South Side Trust & Savings Bank, Gary, Ind, 


E have a system which requires 

that officers inspect other de- 
partments of the bank from month to 
month. They visit every other de- 
partment in turn and the inspection 
is a definite requirement. 

Our system of having officers in- 
spect other departments than their 
own came about when we discovered 
that each department head was be- 
coming so engrossed with his own 
work that to him that department 
was a more or less separate and dis- 
tinct organization instead of a co- 
operating part of a well organized 
business. 

Discussions were had by the of- 
ficers and directors in an attempt to 
secure the wider cooperation which 
makes for more intelligent service 
and it was deemed essential to insist 
upon each department head knowing 
the work of the other several depart- 
ments, expecting thereby to lace each 
into a coordinated unit. 

A chart was drawn up, whereon 
each department was listed in a ver- 
tieal order; for example, commercial, 
savings, foreign exchange, safe de 
posit, insurance, investments, mort- 
gages, and soon. The months of the 
year were entered horizontally and 
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suggestions have come to 


each department from’ other 


lines drawn __be- 
tween each month 
and each depart- 
ment to form 
squares. 

The name of 
each department 
head was entered 
in one, two or three 
of the squares fol- 
lowing each de- 
partment, the num- 
ber of times de- 
pending upon the number of times 
it was agreed that he should inspect 
that particular department. 


How The Plan Works 


During the month, the chart is 
initialed and dated, as soon as inspec- 
tion has been made and any criticisms 
or suggestions regarding the work 
are entered on the back of the chart. 
Latterly we will require written re- 
ports or memoranda as a better check. 

We find that many helpful sug- 
gestions have come to each depart- 
ment from other department heads 
who were not so closely connected 
with the work and could get a better 
perspective; also a deeper interest 
has been manifested by all in the 


ning. 


department heads who were 
not so closely connected with 
the work and could get a bet- 
ter perspective; also a deeper 
interest has been manifested 
by all in the team-work which 
is so essential to smooth run- 


team-work which is so essential to 
smooth running. 

The chart is so planned as to get 
each one through the several depart- 
ments regularly at comfortable in- 
tervals—the frequency depending 
partly on need and partly on the 
rank and immediate responsibility. 

We regard this as a reasonable re- 
quirement and it has proved of 
great help. 


One bank in Nebraska saved 
$2,000 by slightly changing its meth- 
ods of figuring interest and this 
change was made as the result of a 
diseussion at a bankers group meet- 
ing, at which methods and operation 
were being considered. 
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A Famous Banker’s Philosophy on 





Credit And Management 


Selected From the Writings of 


— BAGEHOT, British 
banker, was born in 1826 and 
died in 1877. He inherited a high 
place in the world of business and 
finance and he made for himself a 
lasting name as a critic, economist 
and writer on banking. 

He is best known to bankers by his 
comments on financial matters, which 
he wrote as editor of ‘‘The Eeon- 
-omist,’’ and by ‘‘Lombard Street, a 
Description of the Money Market.’’ 

The following extracts from his 
book, ‘‘Lombard Street’’ are just as 
true and thought-provoking today as 
when he wrote them. 

spends 
Money will not manage itself. 
SE ae 

Every banker knows that if he has 
to prove that he is worthy of credit, 
however good may be his arguments, 
in fact, his credit is gone. 

aaiidealdilinied 

The main point on which one sys- 
tem of credit differs from another is 
soundness. Credit means that a cer- 
tain confidence is given, and a cer- 
tain trust reposed. ‘‘Is that trust 
justified? and is that confidence 
wise?’’ These are cardinal ques- 
tions. To put it more simply—credit 
is a set of promises to pay ; will those 
promises be kept? 

Salida 


Banking never ought to be an ex- 
ceeding laborious trade. There must 
be a great want of system and a 
great deficiency in skilled assistance, 
if extreme labour is thrown upon 
the chief. 


—— 


A large bank is exactly the place 
where a vain and shallow person in 
authority, if he be a man of gravity 
and method, as such men often are, 


Walter Bagehot 


By PRESTON LOCKWOOD 


of the New York Bar 


~~ 
may do infinite evil in no long time, 
and before he is detected. If he is 
lucky enough to begin at a time of ex- 


Your 


Stockholders 


Either— 

Are willing to help find 
new customers if you ask 
them 
Or— 

Have no concern except 
for regular dividends 


Either— 
Deposit all of their own 
funds in your bank 


your _ bank’s 
chance of making a profit 


by depositing in another 
bank 


Either— 

Talk about the bank to 
friends and acquaintances 
Or— 

Never think about the 
bank except at the time 
they receive a dividend 
check 
Either— 

Feel responsible for the 
growth of the bank 


Or— 

Think that the officers 
are entirely responsible for 
securing new business 








pansion in trade, he is nearly sure 
not to be found out till the time of 
contraction has arrived, and _ then 
very large figures will be required to 
reckon the evil he has done. 


— > 


Nothing can be truer in theory 
than the economical principle that 
banking is a trade and only a trade, 
and nothing can be more surely es- 
tablished by a larger experience than 
that a government which interferes 
with any trade injures that trade. 


—_—_———. 


Credit—the disposition of one man 
to trust another—is singularly vary- 
ing. 


—_—————— 


There is no fair argument between 
an inferior who has to exhibit respect 
and a superior who has to receive 
respect. The superior can always, 
and does mostly, refute the bad argu- 
ments of his inferior ; but the inferior 
rarely ventures to try to refute the 
bad arguments of his superior. And 
he still more rarely: states his case 
effectually ; he pauses, hesitates, does 
not use the best word or the most apt 
illustration, perhaps he uses a faulty 
illustration or a wrong word, and s0 
fails because the superior immediate- 
ly exposes him. Important business 
ean only be sufficiently discussed by 
persons who can say very much what 
they like, very much as they like to 
one another. The thought of the 
speaker should come out as it was in 
his mind, and not be hidden in re- 
spectful expressions or enfeebled by 
affected doubt. 


—_——_@— 


But probably bankers are better 
trained to silence and secrecy than 
most people. 
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Banking Needs 


Bigger and 


— ERS say that their business 
has changed and that a bank can 
no longer depend on commercial 
banking alone. It must have ‘‘de- 
partments’’ to realize the maximum 
of profit from its customer field. 

They insist, however, that straight 
commercial and agricultural bank- 
ing is the banker’s main job and that 
‘““departments’’ outside of it, neces- 
sary though they be, are necessary as 
adjuncts and auxiliaries—not as 
back-log profit earners. In other 
words, the bank can exist without the 
departments, but they cannot exist 
without the bank. 

Banking has not changed in the 
essential function of improving the 
business of a given community 
through short-time, self-liquidating 
loans, advanced out of an aceumula- 
tion in one spot of the funds of that 
same community or some other com- 
munity. 


The territory you serve as a bank- 
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By 
G. PRATHER KNAPP 


NIT business men 

and unit bankers 
must hang together— or 
separately. 


Closer touch and more 
creative activity should 
be the watchwords of the 
commercial department. 





er is the territory in which you make 
direct commercial or agricultural 
loans—and the extent to which you 
dispose of funds through outsiders 
is the extent to which you are mak- 
ing your bank a branch deposit sta- 
tion of some other real banking insti- 
tution. 

The aggressive banker who wants 
1o ‘think straight’ on his problem of 
bigger profits is often confused as to 


F A BANKER 
were handling 
shoes, he would ac- 
quire shoes to sell 
with cold-blooded 
care and dispose of 
them to buyers 
with aggressive en- 
thusiasm. 

Why, therefore, 
should he not ac- 
quire new deposits 
to loan with cold- 
blooded care, and 
seek good loans 
with aggressive en- 
thusiasm? 


Busier - 
Loan Officers 


which is the selling side and which 
the buying side of his _ business. 
Money is what he handles, but he 
sometimes thinks of deposit-getting 
as a sales effort, and loan-making as 
a purchasing function. If he were 
handling shoes, he would aequire 
shoes to sell with cold-blooded care 
and dispose of them to buyers with 
aggressive enthusiasm. 

Why, therefore, should he not ae- 
quire new deposits to loan with cold- 
blooded eare, and seek good loans 
with aggressive enthusiasm? How 
often is the process actually carried 
on in this spirit? Seldom, perhaps, 
but not so seldom as the outsider 
thinks. As a matter of fact, nearly 
every successful banker is imbued 
with this attitude, while most of the 
failures are men who have spent too 
much time and money and welcome 
on the wrong sort of depositors and 
not enough on the right sort of bor- 
rowers. 
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‘*But a bank can’t go broke ac- 
cepting deposits,’’ someone may say. 
The answer is that, as a matter of 
practical experience, that’s just the 
way they do go broke. Sometimes 
they are organized in a community 
that has all the real banking eredit 
service it needs. Sometimes they 
offer free services and impossible in- 
ducements to get deposits away from 
other banks. Sometimes they are 
organized for the precise purpose of 
making loans that are not proper 
banking loans and, therefore, do not 
require the brains, experience and 
enthusiasm with which a real banker 
seeks and finds and, yes, makes good 
local, short-time, _ self-liquidating 
loans. 


Create Your Loan Opportunities 


If the business men or farmers of 
your community are borrowing all 
the short-time money that they will 
ever deserve or can ever be made to 
deserve, the chances are that you as 
a banker have reached your limit of 
development. But is that true of 
any average American community ? 

It is surprising how a hard-work- 
ing, clear-sighted and enthusiastic 
banker, looking for local loan oppor- 
tunities, can find them and even 
create them. It is equally surprising 
to see how little that sort of banker 
has to worry about increases in his 
deposits. 

The worst banker I ever knew, and 
the one who did his bank most harm, 
was always ‘‘loaned up.’’ He was 
eashier of the third largest bank in 
a good-sized city, and it dropped in 
ten years to seventh. Its stockhold- 


The star represents a bank; the white space the territory it covers. 


ers drew a little less than five per- 
cent on their equity, all through that 
period, and their equity was ten per- 
cent less at the end of it than at the 
beginning. 


Then an ex-wholesaler and ex- 
bondman came in as vice president. 
He was more conservative, if any- 
thing, than the cashier, but his con- 
servatism drove him into a tireless 
search for the sort of loans he 
wanted. He said to one business 
man on whom he ealled, ‘‘ Your pres- 
ent bank is giving you a five thou- 
sand dollar line and if you bring 
your account to us we'll not increase 
it a nickel. But here’s what we will 
do. We'll treat your business as if 
we'd taken ten thousand dollars of 
your paper and were stuck with it. 
In other words, it will be our aim to 
work, with you, up to a point where 
your business ean borrow $10,000 
safely, and pay it back promptly.’’ 

I heard him say to another mer- 
chant who came into the bank about 
opening a commercial account, 
‘*When this bank says ‘Yes’ to a 
man we like, it means ‘ves.’ When 
we say ‘No’ to him, it only means 
‘not yet’.”’ 

The commercial department is, or 
should be, the heart of a bank—the 
vital organ, pumping the circulating 
medium through every other depart- 
ment—and it will be, if it is organ- 
ized for increased profits from 
straight over-the-counter loans. How 
organize it or reorganize it with that 
in view ? 

First, of course, the bank 
must be organized correctly. 


itself 
There 


OW far away shall we go 
after new business? 

The answer is, ‘‘Never farther 
than across the street from the 
business we already have.”’ 

The most successful profit pro- 
ducers in any business are the organ- 
izations which, in spreading, leave 
no uncovered areas behind them. 
And the surprising thing is how fast 
and far such thorough coverage can 
spread. 


vvv 
vv 


is the community. Does it need a 
bank? The stockholders—can they 
and the people they influence use a 
bank? The direectors—can they 
really direct a bank toward safe and 
profitable local business? Unless 
the answers to all these questions be 
affirmative, there is no use going 
further. But let us suppose they are 
affirmative. Then the bank must 
have, or train or hire operating of- 
ficers who can create the machine 
for a maximum of safe, quick, over- 
the-counter loans, and who can also 
find and bring to that machine the 
maximum of demand on its resourees. 





Loan Officer Specialist 

Loan officers of this kind spend as 
iittle time as possible on the super- 
vision of clerical task work, as little 
time as possible on disposal of re- 
serves and on service to non-borrow- 
ing customers. Their job is to han- 
dle borrowers for safety and profit. 
Their salaries correspond to their 
efficiency, as demonstrated by the net 
profits, over reasonably long terms, 
arising from the transactions each 
man handles. Where the bank serves 
diversified lines of borrowers, they 
specialize; where it serves only one 
line, they territorialize. 

Let us pause here to say that what 
applies to a metropolitan bank presi- 
dent assigning and coordinating the 
work of fifty officers, can apply te 
the single officer of a one-man bank 
assigning and coordinating his own 
working hours. 

Indeed, the one-man bank usually 
needs more of this sort of thing than 


(Continued on page 53) 
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Ageression 
Constant Study 


FEW days ago I was visited, in 

the evening hours, by a bright 
young teller of a city bank. He had 
ealled, he said, to ask for a certain 
book on banking. 
After giving it to 
him, and being im- 
pressed through 
his personality, I 
thought to question 
him. 

“How did you 
come to enter the 
ban k ing busi- 
ness?’’ I asked. 

‘Well, sir, I was 
‘tricked’ into it,’’ 
he answered, smil- 
ing. 

“Tricked into 
it; what do you 
mean ?”’ 

“It happened 
this way. I finished 
high school when I 
was sixteen, and 
my parents being 


a college education, 
I decided to go to 
work. It seemed to 
me that of all the 
professions I could 
think of where a 
young fellow would 
be thrown with 
high-class people 
and could get an 
insight into general 
business, banking 
was that profession, although, as you 
will see later, I had no more actual 
knowledge of the business, as applied 
practically, than the average twelve- 
year old child. 

“Nevertheless, the resolution was 
strong within me, and knowing a boy 
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Wh 


By CHARLES NEVANS 


of the North Carolina Bankers Association 


at school whose people were wealthy 
and his father an officer in the city’s 
largest bank, I went to him, told him 
of my aspiration, and asked him if 


1. Deliberately select banking pats 


(Route 1) as a life’s work. 


2. Turn left to A. I. B. classes to 


perfect your knowledge. 


3. Turn right into the field of | was 
practical banking methods by | 


reading banking journals. 


4, Avoid the detour that leads ri 
away from intermediate jobs. 


5. Drive straight. ahead on the 
road to the president’s chair by 
accepting increasing responsibility. 3 % 


a(S) 





he could suggest a way that I could 
get into his father’s bank. 

** “Why sure !’—he answered quick- 
ly, ‘You just go down to the bank 
and ask for Mr. J---. I heard Dad 
say that he hires all of the help. You 
go to him and ask him for a job as 


ose experience includes siz years as secretary-treasurer 


The Formula For 


Advancement 


In Banking 


teller—-because that’s one of the best 
joys in the bank.’ 

‘*‘Tenorantly, I went to Mr. J---, 
and I ean still see the quizzical smile 
he endeavored to 
suppress, as he 
handed me a long 
application and 
reference blank to 
fill out, the same 
containing a full 
questionnaire as to 
‘experience,’ ete. 

“*Tn perfect inno- 
cence and _ ignor- 
ance, I carried the 
blank home, filled it 
out that night, and 
the next morning I 
in the busy 
throng at the bank, 
soon after it opened 
for business. Mr.J--- 
gave my paper a 
eareful inspection, 
and while he was 
doing it I was glane- 
ing at the bright 
eages and busy 
tellers, wondering 
which cage would 
be given to me! 

‘*Well, I reekon 
you can imagine 
the rest, but you 
could never imag- 
ine the depth of 
my embarrassment 
when Mr. J--- very 
kindly told me that 
the best he could do for me would be 
to give me a vacancy he had as one 
of the messenger boys! 

‘*Instantly it flashed over me that 
my school friend had put one over 
on me, and there came a strong re- 

(Continued on page 55) 
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SIBERIA the greatest 
single area of any country in the 
entire Pacific Littoral. But despite 
its size and population, it presents 
today an unattractive picture in-so- 
far as the American banker is con- 
cerned. 

This is due mainly to the fact that 
the seat of Siberia’s financial strue- 
ture is at Moscow, the center of all 
things Soviet. However, Siberia 
exerts an influence on the 
Pacific Littoral territory. 

At the present time it 
is difficult to predict what 
change there may be re- 
garding the subject of in- 
ternational debt, and _ it 
appears almost certain that 
the Soviet Council 
siders it a ‘‘dead issue.’’ 

The main subject today 
is, what influence will this 
gigantic land area and 
population exert on inter- 
national trade and_ bank- 
ing,—particularly of the 
Pacifie Littoral. 

In 1913, the Em- 
pire of Russia com- 
prised 21,778,000 
square kilometers. 
Today, the area of 
the Soviet Republics 
is 20,939,000 square 
kilometers. 

The population of 
1913 was 182,000,000 
while that of 1927 
was 149,900,000. 

Agricultural  pro- 
duction of 1913 and 
1927 is almost equal; 
the former being 12,- 
790,000,000 rubles, 
while the latter was 
12,775,000,000 rubles. 

Likewise, industrial production of 
the two periods was almost equal, 
the former period of 1913 being 6,- 


covers 


entire 


con- 
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rade With Siberia 






TS probable future impor- 
tance to American bankers 





By KING HAMILTON GRAYSON 


Consulting Research Engineer 


391,000,000 rubles, while 1927 
6.608,000,000 rubles. There is a 
vast difference between the exports 
of the two periods; 1913 being 
1,307,000,000 rubles, and that of 
1927 reaching a total of 770,543,000 
rubles. 


was 


However, despite losses in some 
fields, the total revenue according to 
the Federal Budget in 1927, reached 
5,125,3438,000 rubles, a vast increase 
over 1913 during which the revenue 
amounted to 3,199,800,000 
rubles. 

Siberia 


has tremendous 
resources which are being 
slowly surveyed and de- 
veloped. 

Should any change take 
place in the general Soviet 
banking system that 
Vladivostok could become 
the clearing house for the 
business and industry of 
the Siberian area, it is cer- 
tain to have a tremendous 
bearing on the business of 
the American banker 
handling trade with 
Pacific countries, and 
also upon such Amer- 
ican banks which 
maintain branches 
throughout the entire 
Pacifie area. 

This influence would 
result in direct profits 
whereas, today, a 
large percentage of 
the banking inter- 
course forced to 
proceed by transfer 
through New York. 

The development of 
Siberia, as one of the 
units in the Pacific 
Littoral area, is just as important to 
the Soviet government to the 
bankers of the remainder of the 
territory. This has already been 


so 


pape nenee oe, ridgiiGttinece 


“ 


is 


as 


voiced by N. P. Briukhanov, Com. 
missar of Finance in the Soviet 
Republic. 

The development of the Siberian 
industries, the extension of the trans. 
portation system, the surveying of 
natural resources in Siberia and 
Kamchatka combined with an in- 
of concessionary rights to 
foreign capital, and the consequent 
shipment of products from mines, 
factories, and fisheries of that area 
across the Pacific to the United 
States, or to South America, will un- 
questionably influence the develop- 
ment of the Soviet banking system in 
Vladivostok to expedite  interna- 
tional trade. 


crease 


Special Attention Being 
Given To Siberia 

Since the Soviet Commissars an- 
ticipate that a large share of the 
Soviet income must come from ex- 
porting of their produets, and inas- 
much as they are now concentrating 
their attention on the Siberian area, 
it seems reasonable that the day is 
not far distant when the cities bor- 
dering Siberian territory will offer 
opportunities for the American 
banker to gain a foothold. 

The Japanese and Chinese bankers 
are fully alive to the possibilities 
which the Siberian area promises. 
Their banks in Dairen, Mukden, and 
Tientsin are prepared to handle a 
large volume when the doors are 
finally opened. The banking busi- 
ness of Manchuria and of all 
Chinese territory south of it to the 
extreme points of India, Australia, 
New Zealand and along the West 
Coast of South America, will gain 
tremendous percentages in the next 
five years because of the certain de- 
velopment of the Siberian area. 

The timber reserves of Siberia, of 
great importance to the United 


(Continued on page 69) 
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Directors Should 


Investigate Every Loan 


Even when it is guaranteed 


by the president of the bank 


om- 


— By F. LEE MAJOR 
; Vice President, Boatmen's National Bank, St! Louis F. LEE MAJOR 
ran 
ans. 
of 664. ENTLEMEN, your bank is in- my financial statement showing my been questioned. The other direc- 
and * solvent.’’ net worth to be over $300,000. This tors of this bank have approved its 
in- ‘What right, sir, have youto make should certainly satisfy you. Ihave action in taking care of my enter- 
to such a statement?’’ hotly queried been in this community over twenty prises. I have always been loyal to 
ent Mr. Graham, president of the Mer- years, am interested in other places, the bank and it has made many thou- 
nes, chants Bank, addressing the bank and my business has never before sands of dollars from the interest | 
rea examiner. have paid it. 
ited It was clearly ev- “T’ll have you 
un- ident that Mr. Graham know, sir, that I do 
op- was much disturbed, not appreciate this 
1 in and his manner plain- . unealled for attack 
na- ly showed his antag- (Questions I Ask Myself and shall demand that 
onism toward the ex- A A Di you retract the state- 
aminer who had just S irector ments you have made 
completed an exam- By FRED ELLSWORTH and apologize to this 
ination of the Mer- Vice President and a Director of the Hibernia Bank board and myself.’”’ 
an- chants Bank. eT er ee “Mr. Graham,”’ 
the ‘‘T am sorry to have , said the examiner in 
eX- to inform your diree- - Do I attend all the board ee a cool, deliberate 
1as- tors, Mr. Graham,”’ regularly, and do I get there on time! manner, “‘it is true 
ing said the examiner, - Do I faithfully and competently perform that the statement 
“ea, “that the loans this the duties assigned me whenever I am you have given me 
te bank is carrying for appointed to a special committee? shies your net worth 
yor- you and your various . Have I made my will appointing my bank to be over , $300,000, 
fer enterprises are pri- as executor? but I am sorry to in- 
pan marily the eause for Do I carry my ‘own personal checking form you that I ean- 
my statement.”’ account in my bank? not retract my state- 
ers ‘“‘How dare you Does the business organization with which ments. If you will 
‘ies make such an asser- I am associated do its banking business permit me, I will ex- 
3eS, tion? I have endorsed with my bank? plain to your board 
ind every note this bank . Am I constantly on the alert among my the reason for my 
> a is carrying for my en- friends and acquaintances, endeavoring to statements. ’’ 
are Fo ete I'll have obtain their business for my bank? At this moment 
Isi- you understé Vv “1: . Mr. Graham arose, mo- 
all endorsement yo - Am I always willing to make new-business poe i eee 
the then anek** the calls on behalf of my bank whenever re- porangeber ingtiey 
— — quested to do so by one of the bank officers? os ews 
lia, Graham now was ‘ also a director, and 
est speaking very heated- . Dol Carty my valuable papers in the Safe retired from the direec- 
ie Sian etl’. Deposit Department of my bank? wmik daa 
ext “On other occasions . Do I make my investments through the They had been gone 
(le- you have questioned Bond Department of my bank? for some moments 
these matters while . Am I unqualifiedly and everlastingly loyal when Mr. Palmer re- 
of the directors of this to the bank that has honored me by turned and requested 
red bank have never done asking me to serve on its board of directors? the examiner to go 





so. I have given you 
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ly my metropolitan bank, The Continental Illinois Bank and 
Trust Co., Chicago. This huge building is made of Indiana i. 
Limestone. Graham, Anderson, Probst and White, Architects. 


A NEW type of industry came to 
a certain Mid-western town, and 
the president introduced himself to 
the local banker. He wished to open 
an account, and to arrange for a line 
of credit. 

The local banker knew nothing 
about the industry. There was none 
other like it in the immediate 
vicinity, and the banker had never 
had oceasion to learn anything about 
this type of business. 

At first he’ was at a loss to know 
how he might pass judgment as to 
the line of credit it would be safe for 
him to arrange. Finally, it occurred 
to him that he might get some very 
helpful information from his city 
correspondent. It so happened, that 
he had a city correspondent in the 
very place from which the new con- 
cern had moved. 

He immediately dispatched a let- 
ter, asking for the help he needed, 
and was promptly rewarded by a 
most helpful reply. This correspond- 
ent gave him not only a comprehen- 
sive list of facts regarding the indus- 
try in general, but also some valuable 
opinions as to the immediate future. 

And because of experience with 
accounts of a similar type, the cor- 
respondent was able to give the coun- 
try banker some very helpful sugges- 
tions as to the proper line of credit. 
Today this account is one of the most 
profitable the local bank serves. 
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or equipment. 


How To | 
Mutually - Profitable 


What A Country Bank Should Get From 


Its City Correspondent 


1. Prompt service in clearing transit items. 

2. Helpful advice on the investing of reserve funds. 

3. Prompt service in the purchase of desired investments. 
4. Help in the securing of needed employees. 


5. Prompt information as to where to secure any needed supplies 


6. Information on the trend of any industry. 
A discount service when more funds are needed temporarily. 


8. Special help and attention supplied to customers when they 


visit the city. 


This is a typical illustration repre- 
senting many that occur in every 
state, and it shows the importance of 
helpful inter-bank relations. It is 
not with the thought of suggesting 
something not generally known by 
bankers, that this article is prepared, 
but rather in the hope that bankers 
reading it will be reminded of the 
opportunity afforded both the coun- 
try correspondent and the city cor- 
respondent in the relations that al- 
ready exist. 


City Banks A Source of Advice 

In this day of specialization, all 
large city banks have specialists in 
almost every line.. Large libraries 
for research are maintained by most 
of the bigger banks, and special re- 
search men are employed. 

Many city banks render an im- 
portant service to thousands of coun- 
try banks in the clearing of items, 
which they ean do much more cheap- 
ly than country banks. Although 
most country bankers really appre- 
ciate this service, there are some who 
fail to realize that the only compen- 
sation the city bank receives for this 
service is a balance in the country 
bank’s deposit account sufficiently 
large to provide an adequate earn- 
ing. 

Importance of Balances 

It is surprising how many coun- 

try bankers overlook the fact that it 


requires from two to five days to 
clear a large percentage of the items 
sent to city correspondents. The 
failure to realize this fact is shown 
by a typical example: Not long ago, 
one city correspondent received a 
draft on the account of a country 
correspondent for $6,000. The bal- 
ance was not sufficient to cover it. 
The vice president of the city bank 
wired the country bank for instrue- 
tions. Its reply was that a letter 
totaling some $14,000 was in the mail. 

The letter arrived that afternoon, 
but in checking it over, it was found 
that practically none of it would be 
collected before two days later. Thus 
the city bank was in the position of 
providing a $6,000 loan to the coun- 
try bank without interest. 

Evidently the country banker had 
not realized what he was asking. As 
a matter of fact, it is almost neces- 
sary for a country bank to earry a 
balance representing about four 
times as much as the average daily 
letter. This is due to the fact that 
collections require several days. and, 
of course, items in transit do not earn 
interest. 


Time Important In 
Cashing Checks 
It seems to be common practice for 
smaller banks to accept any checks 
deposited with them and to cash or 
pay checks against such items with- 
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e Inter-bank Relations 


By J. V. TUTTLE 
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What A Country Bank Can Do For 


Its City, Correspondent 


1. Aid the city bank in securing the accounts of local industries 


that require city bank financing. 


2, Keep an adequate balance to fully cover all drafts, and still 
leave sufficient funds in the account to pay for handling it. 


3, Arrange to purchase securities or other investments for cus- 


tomers from the city bank. 


4, Refer customers to the city correspondent for services that 


the local bank cannot perform. 


out giving consideration to the time 
necessary to send the check to the 
place of payment and receive re- 
turns. This is not profitable to the 
country banker for these checks are 
from one to two days in the mail 
before they reach the city corres- 
pondent, who must then send them 
to the city where they are payable 
and receive returns before he has 
funds to pay the country banker’s 
draft, or a collected balance on which 
to pay interest. 

In the larger cities, a depositor 
is not able to draw against credits 
until they are collected, nor is in- 
terest allowed. The country banker 
should do the same with his ecus- 
tomer. and if he does not, he is him- 
self sustaining a loss. 

If the country banker would 
analyze his commercial accounts, de- 
ducting from the balances shown on 
his books the outstanding and un- 
collected cheeks deposited by his 
customers, he would often find that 
the customer is actually using the 
bank’s money. 

For example, if a banker in the 
east were to cash a check for a cus- 
tomer drawn on San Francisco, it 
is equivalent to giving the customer 
a loan for five days, or more, with- 
out interest, as the check must go to 
San Francisco and returns be re- 
ceived before the collecting bank has 
any actual money. Many country 
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5. Supply local information when it is requested. 


. 





TYPICAL country bank, The Farmers National Bank of Penns- 


bankers are constantly sustaining a 
loss in this way of which they are 
not aware. 


Country Banks Can Aid City 
Banks Materially 


There are times when the country 
correspondent can render a very val- 
uable service to the city bank which 
will aid the city bank in getting a 
worthwhile account. There are in- 
dustries in some of the smaller cities 
that are too large to be financed by 
local institutions. They must, there- 
fore, open an account at city banks. 
Because this is true, city banks have 
officers available for trips to various 
loeations when an industrial account 
appears to be open for a new bank- 
ing connection. Naturally the local 
banker knows the officers of the local 
industry, and can be of genuine serv- 
ice to the city correspondent when its 
officer comes to his town to make a 
eall, or when the officers of the local 
industry ask the local banker for in- 
formation regarding a city connec- 
tion. 


Security Information Available 


Of necessity, city banks must em- 
ploy research and security special- 
ists for handling their own reserve 
funds. Therefore, the country bank- 
er who needs advice on the invest- 
ment of reserves, has a source of im- 
partial and professional informa- 


burg, Pa. 
Tilghman-Moyer Co., Architects. 


It is built of cut cast granite and buff brick. 


tion in his city correspondent. 

All he need do is to inform his eor- 
respondent about his, reserve situa- 
tion and ask for advice. 

Sometimes a country bank desires 
a certain type of security and has no 
better way of securing it promptly 
than to ask the city correspondent 
to make a purehase. The city cor- 
respondent is always glad to do this, 
and, if the local banker has aceumu- 
lated this reserve in his city bank ae- 
count, a wire or telephone call will 
start the reserve funds to earning 
interest without a day’s delay. 

In the same way, the country bank 
may refer his customers to city cor- 
respondents for advice or the pur- 
chase of securities when local eus- 
tomers wish such help and the local 
banker cannot give it himself. This 
is a double service, for the local eus- 
tomer is pleased and the city cor- 
respondent has secured a_ transac- 
tion. 

Very often there are customers of 
local banks that require some serv- 
ice that cannot be rendered by the 
home-town institution. In this ease, 
the local banker has an opportunity 
to refer a customer to his city cor- 
respondent. 

There are many cases on record 
where a country banker has been en- 
abled to seeure valuable officers or 
employees by simply making his 


(Continued on page 61) 
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N this day of ma- 
* chine production 
and ultra stand- 
ardization, it is re- 


freshing to find 
anything that 


stands out by it- 
self—u nstereo- 
typed and individ- 
ual. 

When that thing 
is the 40-story 
home of a great 
metropolitan bank 
like the Union 
Trust Co., of De- 
troit, ‘‘refreshing’’ 
is still a good word 
but not 
enough. 

American archi- 
tecture and _ in- 
terior decoration 
have been accused 
of too much 
models, and banks generally have 
been accused of too much unwilling- 
ness to experiment with new forms. 
Whether such criticisms are true or 
false, the Union Trust Building, 
which opened to the public in April, 
is a monumental answer to them. 

It dares to be different from any 
other building, large or small, that 
the writer ever saw, and succeeds in 
being handsomer and more comfort- 
able than most of them. 

After a tour of it, from 


rood 


slavishness to classic 


searlet 
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Commerce of Detroit. 
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Architects 


SMITH, HINCHMAN 
& GRYLLIS 
Detroit 


DONALDSON & MEIER 
Detroit 


of a man who hav- 
ing seen 
bled’’ bank plants 
all his life is sud- 


** assem- 





MORE modern banking room cannot be found than this vaulted 
office of The Union Trust Co. and The National Bank of 
The building is decorated throughout in the 
new and interesting style shown in the pictures on these two pages. 


Union Trust, Detroit 


Opens Unique 
Skyscraper 


By R. E. PORTER 


marble entresol to double turreted 
roof-garden, the visitor is likely to 
find his first comment similar to that 
of Mark Twain’s backwoodsman. 
That worthy returned from a day’s 
hunting to find that hostile Indians 
had visited his little clearing, de- 
vastated it utterly, fired the build- 
ings, stolen the stock and sealped the 
family. The poor fellow simply 
leaned against a tree and laughed, 
‘*Because’’ said he, ‘‘the thing’s so 
darned complete.’’ 

Something similar is the feeling 


denly taken over a 
building where 
every detail of de- 
sign from the 
spoon handles in 
the employees’ 
lunch room to the 
skyline of the great 
skyscraper itself is 
in one uniform 
(and _ absolutely 
unique) pattern. 
Deseribing — this 
pattern is not easy 
for the very reason 
that there are no 
existing architee- 
tural or decorative 
motives which it 
follows. It is 
neither classic, gothie, renaissance, 
colonial, nor art moderne—it is 
simply ‘‘Union ‘Trust, Detroit.” 
Iiven its color, bright orange, is now 
called ‘‘Union Trust 
must be seen to be understood, and 
the reactions to it are interesting 
side-lights on the character of the 
beholder. If you are a reactionary, 
you will be critical. - If you are a 
‘adical, you will be enthusiastie. If, 
like most people, you have a mixture 
of both radical and reactionary in 
your mental make-up, you will be 


orange.’’ It 
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HERE'S no other building like it in the world. 
This is the lobby that fascinates the visitor and 


makes him wish to return. 


first amazed, then interested, then 
vaguely disturbed by the bold new- 
ness of it all; last, frankly pleased 
by its real intrinsic excellence. 

After all, the ideal of beauty goes 
hand in hand with the ideal of effi- 
ciency plus generosity and, to that 
extent, this new building is ideal. 

Everything from door handles to 
domed ceilings was specially and 
beautifully made, with distinetive 
elegance as part of its budgeted cost, 
but nothing is merely good-looking. 
Every item has a definite reason for 
being as a banking unit. Everything 
serves. 

Turning to the Trust Company’s 
descriptive booklet ‘‘Forty Stories 
from Bed Rock.’’ we read: 

“Through a great doorway of 
Numidian marble, the entrance to 
the lower banking room is made 
bright by a striking design of Rock- 
wood tile outlining the inside of the 
door frame. All counter screen and 
check desks are of Monel metal, and 
all show the characteristic geometric 
design. 

‘A striking feature of the room is 
the silver ceiling decorated in gold, 
silver and black, high-lighted with 
blue and reddish brown. In the 
center of the lower banking room 
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ORTY stories unlike 

any other building— 
The Union Trust Build- 
ing of Detroit. 


are solid benches of Belgian Black 
marble with red leather cushions. 

‘The walls of the lobby have a 
band of Belgian Black marble at the 
base, Numidian marble above this 
band, and Mankato stone above the 
walls and ceiling. Numidian marble 
was chosen for its characteristic 
blood-red eolor. To obtain marble 
of the exact color and quality de- 
manded for the Union Trust Build- 


HUGE mural inthe main banking room in the 
form of an interesting pictorial map of Michi- 
Ezra Winter is the artist. 








ing, a quarry in Africa which had 
been closed for 30 years was re- 
opened and enough marble taken 
from it for the lobby of the build- 
ing. This beautiful stone is used 
for the stairway leading to the main 
banking room and for the inner door 
frames of the revolving doors. 

‘*A glass mosaic faces the Gris- 
wold Street entrance. The cartoon 
for this was made by Ezra Winter 
and executed by the Ravenna Mosaic 
Co. Ezra Winter, who also designed 
the great mural in the main bank- 
ing room, is a celebrated New York 
artist whose murals decorate great 
buildings throughout the United 
States. This mural in the main 
lobby of the Union Trust Building 
is made of mosaie glass, thousands 
of pieces cemented together to form 
the complete design. This type of 
material was chosen because it is 
more permanent than paint and be- 
cause the strength of its design har- 
monizes with the tile of the lobby.’’ 

At the south end of the main bank- 
ing room is a great mural. This 
is a map of Michigan in exquisite 
colors. It portrays many of the ac- 
tivities of Michigan industry such 
as lumber, mines, exchange, fishing, 
commerce, and agriculture. 
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Steps 





The new business department 
learned of a large corporation, 


1. 


with its home office in Mobile, Ala., 
which was planning to establish a 


large branch in Jackson. Our bulle- 
tin to directors announced this in- 


formation. 
2 The vice president in charge 
* of business extension obtained 
a personal interview with the cor- 
poration’s local representative, and 
the same day a letter was sent to the 
corporation’s president over the sig- 
nature of the president of the bank. 


3. 


The new business department 
mailed a follow-up letter a week 


later. 

4, The manager of the new busi- 
¢ ness department interviewed 

the corporation’s local attorney. 


The attorney advised that this com- 
pany was closely affiliated with a 
competitive bank, but that we might 
possibly obtain a part of the ac- 


eount. 

5 The next issue of the bulletin 
® to directors carried a reminder 

of this account. 
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BANK’S expansion and business exten- 
sion cannot be handled by one man, 
even though he be a specialist in his work. 


In Securing 


6 A director, personally aequaint- 
¢ ed with one of the officers of the 
eorporation’s Mobile bank, wrote for 


assistance on this aecount. 

7 Another director advised the 
* new business department that 

he was making a business trip to 


Personal Efficiency 


Suggestions 


RGANIZE your 
work by sorting in- 

to groups those tasks that 
are similar; then clean up 
all tasks that are alike at 


onetime. Greater speed 
and efficiency will be the 
result. 

When you are tired, 
see if you do not have 
some mechanical work 
that needs to be done and 
that can be done with 
little thought. 








By J. BLAKE LOWE 


Vice President, Capital National Bank, Jackson, Miss, 


Large Commercial Accounts 


Mobile and would be glad to renew 
our negotiations. The department 
gave him the history of the case, and, 
following his interview with the 
treasurer of the company in Mobile, 
the account was opened with our 
bank. 


This experience, I believe, is ev- 
idence of the truth of the following 
principles. 


A bank’s expansion and business 
extension cannot be handled by one 
man, even though he be a specialist 
in his work. 

Real business extension requires 
active cooperation of an entire or- 
ganization. 


It is necessary, occasionally, to get 
the officers away from their desks 
and the daily routine of business. 
Otherwise, the broader, more dis 
tant, and less-tangible phases of the 
bank’s progress will be lost in the 
practical maze of daily problems 
close at hand. 


It is necessary to get the diree- 
tors actively interested in the bank’ 
expansion. 
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rofitless Accounts 


Turned Into 


Paying 


Accounts 


How to find the losing accounts. How 
to treat them to make them profitable. 


N the April issue on the 

subject ‘‘ Departmental 
Earnings Analysis,’’ in 
the type example illus- 
trated, it was indicated 
that the operating profit 
per $100 of average com- 
mercial deposits was at 2. 
the rate of $1.226 per 
annum. This was the rate 
on an aggregate of $10,- 
000,000 of such deposits. 

This aggregate is made 
up of thousands of check- 
ing accounts and the rate 
of profit (or loss) on each 
one of these accounts 
varies, for the condition 
which affects the profit or loss in each 
individual account varies. 

In this aggregate of thousands of 
accounts, many accounts reflect a 
loss, others but very little profit, and 
but relatively few reflect a rate of 
profit in excess of the average rate 
of the aggregate. 

In many banks it has been found 
that less than 15% of the total ac- 
counts in number carry the losses 
sustained on unprofitable accounts 
and make bank dividends possible. 
Hence, in order to determine the true 
situation of the aggregate, it is neces- 
sary to determine the degree of pro- 
fit or loss contribution to the aggre- 
gate by the individual accounts 
which comprise the aggregate. 

To accomplish this, it is necessary 
that the income and cost 
factors, which influence the 
profit of an individual ac- 
count, be determined, eval- 
uated and applied. This 
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There are two ways to make 
a losing non-interest account 
profitable: 


1. Increase the average balance b. 


Apply a service charge 


The first is the real deposit 
builder and profit maker 


By H. N. STRONCK 


Senior Partner, H. N. Stronck & Co., 
Consultants to Banks and Bankers. 


method is termed ‘‘analysis of the 
cost of deposit accounts.’ 

The cost, or expense groups which 
enter into the analysis of the cost of 
the aggregate of commercial depart- 
ment deposit funds, illustrated in the 
previous article, are identical to those 
entering into the analysis of a specific 
deposit account. These are: 

1. Interest paid on deposits: This 
expense applies only to such accounts 
as carry interest, hence is obtained 
and applied in the customary routine 
manner. 

2. Direct operating expense: 
This is the expense involved in the 
handling and recording of the trans- 
actions of deposit accounts and the 
supervisory expense over such opera- 
tions. The measurement is the unit 


NE of a series which will be later pub- 
lished in book form. Write now if you 
wish to be notified when the book is ready. 


a 


cost per deposit and with- 
drawal transactions as 
represented by the cost of 
operations of 

a. Checks on us 
Clearings checks 

e. Transit checks 

There exists a difference 
in the handling cost of 
each of these three classes 
of checks, and these costs 
vary in practically every 
bank. Many banks are 
employing estimated costs 
for such items or are using 
the costs of another bank 
(which may or may not 
also have been estimated ). 
The erroneous and misleading usage 
of such costs is shown by the fact 
that on such an item as cost of 
**ehecks on us’’ variations of from 
as low as 1% cents to as high as 7 
eents have been found in various 
banks analyzed under identical cost- 
finding methods. Industry would 
consider it ridiculous to apply the 
unit costs of one factory to another 
factory, manufacturing the same 
product, in determining the profit 
of the second factory—still this is 
being done by many banks in con- 
nection with the analysis of the cost 
of deposit accounts. 

3. Fund conversion expense: 
This is the expense involved in con- 
verting the loanable balance of an 
account into earning assets and ad- 
ministering these earning 
assets. This cost has no 
relationship to the activity 
of a deposit account. It is 
determined, stated, and ap- 
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plied as ‘‘cost per $1,000 of loanable 
balanee.’’ This cost rate also varies 
tremendously in different banks. 
Variations in this cost from as low 
as $0.15 to as high as $0.60 per 
month per $1,000 of loanable bal- 
ances have been found. 

4. ‘‘Institutional’’ expense: Con- 
expenses not classified in 
either of the three foregoing groups, 
that is, expenses which cannot be 
charged directly to the work of the 
three groups. 

A large part of this expense is 
usually represented by ‘‘institu- 
tional’’ advertising and business de- 
velopment work. It is_ related 
neither to the activity nor the size 
factor of an account. 

It is debatable whether or not a 
deposit account should be penalized 
in sharing a proportion of this type 
of expense. It is certain, however, 
that the profit rate of a deposit ac- 
count should be ample to carry its 
proportion of this type of expense 
and still yield a fair profit. 

5. Subsidiary expense: This ex- 
pense is applicable only to such ae- 
counts as require a special service 
beyond that of handling the checks- 
drawn and deposited activity, such as 
non-reimbursed exchange and collec- 
tion charges, special handling of eur- 
rency, cost of depository bonds, ete. 


sists of 


Rate of Income to be Applied 
on Loanable Balance 


Only the loanable balance is avail- 
able for conversion into earning as- 
sets. Two deductions are necessary 
from the ‘‘book balance’’ to obtain 
the ‘‘loanable balance.’’ 

1. ‘‘Float’’: Uneollected items 
in transit are to be deducted, since 
such funds are not available for con- 
version into earning assets. Average 
book balance less average ‘‘float’’ 
gives the average ‘‘net balance’’ 
for the month. 

2. Non-converted ratio: Not all 
of this ‘‘net balance’’ is converted 
into assets which yield an income 
from interest. Part of this ‘‘net 
balance’’ remains as ‘‘ cash reserve.’’ 

In practice, for member banks of 
the Federal Reserve System, this 
ratio is usually the legal reserve for 
demand deposits plus the percentage 
. of ‘‘eash in vaults’’ to net deposit 
funds. 

Funds to be converted into in- 
come-producing assets lose their 
identity as between the funds of 
each individual account. One cannot 
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assume that the funds of one indi- 
vidual account are converted into a 
loan yielding 6%, those of another 
into a bond yielding 5%, nor those 
of another placed into the ‘‘due from 
banks’’ account yielding 2%. 

It is necessary to determine the 
average yield on all interest income 
produeing assets (loans, bonds and 
securities, due from banks) and ap- 
ply this average rate to the loanable 
balance of an account to determine 
the dollars of interest income from 
the deposit funds of the account. 

After applying the foregoing in- 
come rates and costs, the answer will 
be the dollars of profit or loss for 
that account for the time period in- 


How To Treat 
Unprofitable 


Accounts 


1. Analyze them to learn 
the amount of loss. 


2. Show the customer this 
cost analysis. 


3. Tell him what will 
make the account profitable. 


4. If the customer will 
not carry a proper balance, 
apply a service charge. 


5. Adjust the interest ar- 
rangement on unprofitable 
interest-bearing accounts. 





volved—usually a month. 

This profit or loss in dollars should 
be translated into ‘‘ profit or loss per 
$1,000 of net deposit balance.’’ This 
ratio will then serve as a measure- 
ment of the comparative rate of 
profit of the various accounts. 

In the illustration which was pre- 
sented under ‘‘Departmental Earn- 
ings Analysis,’’ the average operat- 
ing profit per $100 of commercial 
funds was given as $1.226 per year. 
This would be at the rate of $1.02 
per $1,000 of net balance per month. 
It is obvious, therefore, that in this 
instance, any account whose profit 
rate is less than this is ‘‘diluting’’ 





the average profit for the commereig| 
department, and hence is the line of 
demarcation between normal and 
subnormal accounts, from a rate of 
profit point of view. 
Accounts Subject to Analysis 

The following size classification of 
checking accounts represents a typ. 
ical condition which exists in many 
banks : 


&% of © of 

Size No.of Total Aggregate Total 

Classification Accts, No. Balances Balance 
Under—$ 5 1,573 39.3 $ 26,820 09 
$50—$ 100 589 14.7 $ 42,907 14 
$100—$ 200 648 16.2 $ 91,173 33 
$200—$ 500 664 16.6 $ 206,893 74 


$500—$1,000 227 5.7 $ 157,926 5.7 
Over—$1,000 301 7.5 $2,268,434 81.3 
0 


4,002 100. 





Totals $2,794,153 100.0 


The 39.3% of the accounts in nun- 
ber had an average balance of but 
$17 per account. Under norma! con- 
ditions, all of these accounts would 
show a loss even with no activity. A 
realization of the loss in handling 
small checking accounts has made 
the application of the ‘‘service 
charge’’ popular. 

The size of the account is not the 
basis for determining the profit or 
loss line of demarcation in account 
analysis. The loss sustained through 
the cost of handling several very ac- 
tive accounts, which may have iarze 
balanees, may be far greater than 
the loss from several hundred small 
accounts. 

In the classification, 301 accounts 
of over $1,000 represent 81.3% of the 
total deposits. Hence, if each one of 
these accounts had a normal rate of 
profit, the bulk of the deposit busi- 
ness would be on a satisfactory basis. 


Treatment of Unprofitable 
Accounts 

Accounts which should be analyzed 
are: 

1. All accounts upon which in- 
terest is being paid. The amount of 
interest paid should be based upon 
the profit margin after deducting the 
cost of the activity of the account. 
By analysis, the amount of ‘‘free 
balance’’ can be accurately deter- 
mined. 

2. The deposit accounts of all 
large borrowing customers. The 
‘‘compensating balance’’ should be 
sufficiently large to make the deposit 
account profitable. 

3. Accounts characterized by 
high activity in relation to net bal- 
ance. It is this type of account 
which is usually unprofitable or sub- 
normal regardless of the size of the 
book balance carried. 

(Continued on page 47) 
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‘| Collateral Values Appraised 
ot By A Simple System 

: 

: By M, C. APPELT | 


‘ these davs of viole ‘tuation: anv variati >] ati 
7 N these days of viol nt fluc tuations é | ‘he ~ stem any variation, the pencil notation on 
md in the market prices of*securities, 


the maturity tickler is changed. If 


10 it is more essential that we know the the margin is seriously reduced, the 
m- daily value of all collateral than ever a matter is brought to my attention 
vat before. 1. Values of securities and if it seems wise to ask for further 
‘n- I realize that there are a great held as collateral, checked collateral, this is done. 
ald many smaller oo wor the of- with daily quotations and a same ngs are aoe for 
ficers are so engaged with operating ; ; <eeping a record of our call loans. 
he details that it is diffieult to assign with semi-monthly tables. When we place money on call, we do 
 % anyone to keep a close tab on the it through our city correspondent. 
ns market. At any rate, that is the ex- 2. Values are entered = Some of it is sent to New York, and 
euse offered by many bankers who security record in pencil and some of it is placed on eall in Chi- 
the | have suffered losses from declining when a change destroys the cago. We are informed by our cor- 
or values. desired margin, more margin respondent as to the collateral pro- 
‘ It is hardly necessary to cite cases, . tecting the loan. We make a record of 
ant is asked for. aoe 
igh for every banker has had the expe- this in the same way as we do for loans 
oe. rience in recent months of suddenly 3. The bank’s own hold- we make to customers, and we keep 
rx | Waking up to the fact that loans he. ait titi track of the fluctuations from: time 
wl thought well secured were in reality ings are checked In the same to time. However, in this case we 


nal little more than open-line credit. way. have the protection of the securities 


When the securities were accepted experts of our correspondent bank, 


” the price warranted the loan, but 4. The value of paper Se€- — for they watch this collateral from 

the the rapid and violent change in curing call loans is checked day to day and if, in their opinion, 

a values suddenly leaves the loan by the bank’s city corre- our protection is not sufficient, they 

¢ without proper collateral. 7 . arrange for an exchange or for addi- 

> of i Sitiek on al ni i spondent through which call geet ee ee ~ 

wi. ve have a simple system for pro- q tional securities. Thus we are re- 

vn tecting ourselves against rapid de- loans are handled. lieved from watching over this par- 
clines. This system consists in en- ticular group. 

tering, on a sheet which is Naturally, our collateral 

known as our ‘‘maturity teller is able to watch the 

melt tickler,’’? a record of the fluctuations on the bonds 

collateral with a_ pencil in our Own reserve account. 

in- memorandum of its value. In addition to this, I 

t of This ‘‘maturity tickler’’ is make it my business to read 

pon | a record of the loan and is the quotations every day 

the filed to warn us of the date and to keep in mind the 

unt. of maturity. But under situation on securities we 

free the heading of ‘‘collateral’’ are likely to have pre- 

ter- on this form, we make a sented to us. It is of great 


list of the securities left in 


importance to be able to 
all — our care, and at the side 


talk intelligently about 


The write a notation of the securities presented when 
lbe | value on the day the loan a loan is asked for. 
osit was made. 


While I do not hesitate 
Our collateral teller is 





i to ask a customer to wait 
by — provided with quotations while I look up the value 
bal- : on both stocks and bonds, of a seeurity with which I 
yunt and it is his duty to watch am not familiar, still it 
sub- these quotations from day does have a valuable effect 
the to day, keeping in mind to be ready to pass upon 


Ww ag} ls oa 2 HE discount cage, the first at the right, is 8 ties c 
rhat collateral is in our ‘Tea an cated cl’ calaiaek ony Mae ae securities offered without 
vaults. As he discovers checked as described on this page. referring to quotations. 
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In Collecting On A Cashier’s Bond 


Q. The bond of the cashier of a 
bank provided that the surety should 
not be liable for any loss caused by 
the dishonesty of the cashier, unless 
discovery and notice thereof was 
given to the surety within six months 
after the expiration of the bond. 
The cashier embezzled a large sum of 
money, but he successfully concealed 
this from his superiors, and his 
shortage was not discovered until 
about three years after the expira- 
tion of the bond in question. Would 
the fact that the shortage was not 
discovered, because of the skillful 
manipulation of the books by the 
cashier, excuse the bank for its 
failure to discover the shortage 
sooner, since it reported it as soon 
as discovered ? 


A. No. This bond obligated the 
surety to pay on certain conditions, 
and one of them concerned the time 
within which shortages must be dis- 
covered and reported. To excuse the 
bank from making timely discovery, 
on the ground of the fraud of the 
cashier in covering up his dishonesty, 
would in effect be charging the 
surety for the fraud of the cashier 
in concealing his embezzlement. 
Needless to say, this is not the law, 
and on the facts stated the surety is 
not liable. 


In Promising Safety Deposit 
Insurance 


Q. A bank located in a country 
town maintained a safety deposit 
vault in which were boxes that were 
rented to its customers. This vault 
was not what could be termed a 
‘‘modern’’ vault, and a customer 
questioned the bank about the secur- 
ity of bonds and other valuable 
papers kept in a box therein, and the 
advisability of transferring them to 
another bank. The bank’s officers 
assured the customer that his papers 
would be fully secured by additional 
burglar insurance that it was taking 
out. Thereafter burglars broke into 
this vault, without any great dif- 
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When: 


1. Embez- 
zlement oc- 
curs after 
expiration 
of cashier’s 
bond. 


2. Safe de- 
posit in- 
surance is promised. 





3. Accounts receivable are 
assigned. 


4. Securities are wrongfully 
delivered. 


By LESLIE CHILDS 


ficulty, and made away with the cus- 
tomer’s bonds and securities. They 
did not break into an iron safe that 
the bank kept its money and papers 
in, inside the safety vault. Is the 
bank liable for this loss? 

A. To say the least, the bank has 
placed itself in a difficult position 
to defend, and if the customer can 
show negligence on the part of the 
bank, and he probably can from the 
facts given, the bank will probably 
be held liable. The customer’s case 
is made all the stronger by the repre- 
sentations of the bank that it would 
secure his valuables by the taking 
out of additional burglar insurance. 
And, if it is shown that the customer 
relied upon these representations in 
leaving his valuables in the vault, a 
court or jury will probably find for 
the customer. 


In Assignment of Accounts 
Receivable 


Q. A business house delivered a 
quantity of accounts to its bank to 
be held as security for an existing 
indebtedness. These accounts were 
checked and verified as being correct 





Your Bank May Be The Loser 


by the business house, and _ placed 
in the hands of the bank, though no 
formal written assignment of them 
was made. Following this, the busi- 
ness house went into the hands of a 
receiver and the latter is now collect. 
ing these accounts in process of wind. 
ing up the business. What are the 
rights of the bank in respect to the 
proceeds of these accounts ? 

A. It has been held that the mere 
delivery of copies of accounts does 
not always constitute a pledge that 
ean be enforced against the rights of 
the creditors of the owner thereof. 
In the light of which, it seems clear 
that there was no valid assignment 
of these accounts that will entitle the 
bank to their proceeds.  Conse- 
quently, they go into the general as- 
sets of the receivership, and the bank 
will only be entitled to participate 
in their distribution on a par with 
the other creditors of the debtor. 


In Wrongful Delivery of 
Securities 


Q. The customer of a bank deliv- 
ered certain bonds in the sum of 
$2,500 to the bank’s eashier, with 
instructions that they be delivered 
to Mr. B. upon the execution of a 
lease assignment. Mr. B. called at 
the bank a few days later, and the 
assistant cashier gave him the bonds, 
in the absence of the cashier, with- 
out obtaining his signature to the 
lease assignment. Mr. B. thereafter 
refused to execute the assignment on 
the grounds that the bonds were his 
property in the first place. The 
customer now threatens suit against 
Mr. B. and the bank, the latter be- 
ing joined for its alleged wrongful 
delivery of the bonds. Is the bank 
liable? 

A. The bonds were, in effect, 
placed with the bank’s cashier in 
escrow to be delivered on a certain 
condition. The delivery of the bonds 
as recited constituted a clear viola- 
tion of the bank’s duty. It will prob- 
ably be held liable for any loss that 
its customer can show resulted from 
this violation of duty. 
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Decorate 


ith Coin Replicas 


An appropriate style of 
embellishment for both 


interior and exterior 


By STANLEY REID 


RCHITECTS have found rep- The sestertius is frequently referred 

lieas of old coins particularly ap- to as a ‘‘large bronze’’ to distinguish 
propriate decorations for bank it from an intermediate and a ‘‘small 
buildings, both exterior and interior. 
Interesting information regarding 
these old coins has been compiled by 
the Chase National Bank of the city 


of New York. Advantages In 
The Architrave that frames the 


main entrance to the new Chase Na- Using Coin Replicas 


tional Bank Building is decorated en- 1. Harmonize with any 
tirely with reproductions of interest- architecture. 

ing coins. This bank collected valua- P 
ble information regarding old coins 2. Can be carved in 
which in part is reproduced here for Indiana Limestone. 


the benefit of those who may be con- 3. Add character when 
sidering this form of decoration. cast in bronze. 

4. Beautiful when chis- 
eled in marble. 

5. American walnut 


Consecratio 


In the aureus with the portrait of 
Augustus, we have a gold coin of the 


first of the Roman emperors. Nearly carving unusually pleasing. 
two centuries later came the sester- 6. And terra cotta is a 
tius of Antoninus Pius—the coin de- good medium for their re- 
picted above. It has the inscription production. 





consecratio on the’ reverse, 





HE architrave of the Chase 

National Bank !of New York is 
decorated with coin replicas carved in 
pink Tennessee marble. The lower 
stories of the.building are of Indiana 
limestone. 








bronze’’ which at this time made up 
the minor issues of the Roman people. 
Contemporary history—events that 
usually refer more or less directly to 
the emperor—is recorded on the 
sestertii to an even greater degree 
than we find in the aurei. 

This piece makes reference to the 
‘‘eonsecration’’ of Antoninus Pius. 
The structure shown is connected 
with the climax to the ceremonies of 
the impressive state funeral. As will 
be seen from the illustration, this 





. funeral pyre was constructed in three 


or four tiers or stories. Niches were 
left for the placing of statues, and 
all draped with costly textiles. 

To this, the body of the emperor 
was brought in state, and at the con- 
clusion of the ritual, the torch was 
applied. At this point, from one of 
the upper tiers where it had been 
concealed, an eagle was released that 
it might bear aloft the soul of the de- 
parted emperor. 


(Continued on page 30) 





A Roman bronze coin known as “Consecratio” or “The large The pine tree shilling, for decades the only colonial money used. 
bronze.” One side of this coin suggests the modern style of set An interesting design to place where it may be studied easily. 
back in skyscraper construction. Might even be used above wickets. 
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oneal at end - of- 


Walker “Unit Plant” 
bank bookkeeper’s desk 


Sorenbsre OAL 
machine and new device. “4 WPT 


Other Shaw-Walker 
Bank Equipment: 


Savings Ledger Desks 
Filing Cabinets, Teller’s 
mmm =~ Vault Trucks, Check Sort- 
ing Racks, Posting Trays, 
Forms for all records. 
Also everything for all 
other bank system 
operations. 


Special Bank Representatives in All Principal Cities 


Readers will confer a favor by mentioning THE MAY, 1929 BANKERS MONTHLY when writing to our advertisers 













— because none will be Un-filed or 
Mis-filed anywhere in the bank at any time 


With the new Shaw-Walker com- This device has been tested out ina 
bined bank check fileand statement number of banks during the last three 
posting device, your bookkeepers years and has given complete satis- 
can file the current checks charged _ faction in every instance. The double 
to your customers’ accounts at the tray unit houses the current monthly 
same time the statement sheets are checksand statement sheets pertain- 
re-filed after the posting operation. ing to from 800 to 1000 accounts. 
Write today for bulletin describing 
fully this outstanding development 
in bank bookkeeping equipment. 


These are among the many other ad- 
vantages offered by this new device: 


1. It saves time now devoted to filing i 
: Lower tray swings easily to position of top 
checks as extra operations. tray when its accounts have been posted. 


2. Saves purchase of check-filing cabinets 
and space they occupy. 






















3. Reduces time required to answer 
customers’ inquiries about paid checks. 


4. Prevents statement sheets and checks 
of closed accounts from accumulating. 


. Helps detect forgeries; the signatures 
of accounts are always available for 
comparison. 


6. Speeds up posting because each 
account has a visible name guide. 


7. Vital information about handling the 
account can be written on the name 


guide. 


8. Compels cancellation of checks prior 
to statement posting. 


mv flu Uf Ol 


or address: Shaw-Walker, Bank Department, Muskegon, Mich. 


Readers will confer a favor by mentioning THE MAY, 1929 BANKERS MONTHLY when writing to our advertisers 


The Shekel 
(Continued from page 27) 

The word shekel originally meant 
a weight. It was used with this 
significance long before it was ap- 
plied to the coin which is reproduced 
here. The inscription tells us that 
this is a ‘‘Shekel of Israel struek in 
the vear four.”’ 





The “Shekel¥of Israel struck in the 


” 


year four.’”’ Either side of this coin is 


interesting. 


At one time it was thought that 
these pieces were issued during the 
disastrous effort to shake off the 
domination of Rome in 53 A. D., 
but there is another and entirely 
different series of coins connected 
with that struggle which is so graph- 
ically deseribed by Josephus. These 
shekels are therefore associated with 
the revolt under Simon Maccabeus, 
141-137 B. C. 


It will be recalled that the Hebrew 
people were forbidden to make ‘‘any 
graven image, or any likeness of 
anything that is in the heaven above, 
or that is in the earth beneath, or 
that is in the water under the earth.”’ 


Later this prohibition was laid 
upon his followers by Mohammed 
with the result that the decorations 
of Moslem places of worship are of a 
conventionalized form and _ not 
naturalistic. That is true with this 
coin, for the three buds which make 
up the design on the obverse do not 
attempt to reproduce anything found 
in nature. 


Pine Tree Shilling 


The Pine Tree Shilling, although 
not the first coinage within the terri- 
tory of the thirteen colonies, was for 
decades the only Colonial money 
issued. The ‘‘New England’’ shill- 
ing was its predecessor— a circular 
coin with nothing more than the 
monogram NE on the one side and 
the value in pence indicated by 
Roman numerals on the other. 

It was so easily clipped that with- 
in a short time of its inception, the 
authorities ordered that, ‘‘Hence- 
forth all pieces of money coijned.... 
shall have a double ring on either 
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side with this inseription MASA- 
THUSETS and a tree in the center 
on the one side according to this 
draught here in the margent.’’ 


The marginal drawing was a very 
sketchy one and the attempt of the 
mint-master to copy it resulted in a 
very seraggly-looking tree. The 
variety known as the Willow Tree is 
believed to have been this first issue. 


A more substantial tree, designated 
the Oak Tree variety, in all probabil- 
ity followed the first, but this gave 
way to the Pine Tree form which held 
the field until 1686, the last year in 
which these coins were struck. 


All the pieces bore the date 1652, 
the year in which John Hull began 
striking them in the tiny building in 
the rear of his home on Tremont 
Street, Boston. The silver coined in 
this establishment in these 34 years 
is estimated to have totaled five mil- 
lion dollars, and since the seigniorage 
amounted to 5%, John Hull and his 
partner profited handsomely. Haw- 
thorne’s tale of the dowry given to 
Hull’s daughter Hannah—her 
weight in coined silver—is therefore 
probably based on fact. 





Janus Head 


The earliest currency of Rome con- 
sisted of lumps of bronze, not 
stamped, and almost without form, 
and this is what its name, ‘‘aes rude’’ 
signifies. At first it was not even 
made up into pieces having an estab- 
lished weight, and the evolution of 
the form on which a design was 
stamped was slow. 





This Roman coin is called “Janus 
Head.” Janus was the God of begin- 
nings and endings. Note the similarity 
between this face and the face of pres- 
ent American dollars. 


On the earliest of the issues which 


had an approximately uniform 
weight and an official design—the 
class known as aes grave—the 


obverse showed the Janus head and 
the reverse the prow of a ship. 


These pieces were cast, and rather 
bulky—they weighed a Roman 
pound. The inconvenience of using 
them caused their supplanting by 




























































successive less-weighty forms. With 
the introduction of the use of silyer 
the size and weight of the silver eojng 
assumed the proportions which eon. 
tinued with comparatively slight 
modification during the life of the 
Roman Empire. 

There was good reason for the 
choice of the two-faced head of Janus 
for the curreney of Rome. He was 
the god of beginnings and endings— 
the god of coinage, as well as the lord 
of war. One of the seven hills of 
Rome, the Janiculam, was named to 
honor him. The temple sacred to 
him was closed only in time of peace 
—it is said that during the centuries 
of Rome’s power, it was closed only 
four times. 

The coin from which our design 
was taken is one struck in Campania 
—the district south of Rome—prob.- 
ably in Capua. It is one of the silver 
denominations which replaced the 
heavier bronze issues. The reverse 
bears a quadriga, (the four-horse 
chariot), and for that reason, these 
pieces were familiarly known as 
quadrigati. 


State Bank of Chicago Issues 
Unusual Booklet 


Named ‘‘The Happy Highway,” 
and filled with fascinating pictures 
of the bank in operation, a new book- 
let issued by the State Bank of 
Chicago is sure to be a profitable 
investment. 


The booklet is a picture tour 
through the institution’s many de- 
partments. A feature of the tour 
is that the reader is not alone. The 
savings department lobby is filled 
with customers. The real estate de- 
partment is busy making loans. The 
bond department has a group of 
buyers at the counter. The travel 
department is busy working out 
schedules. The trust department is 
in full operation with every employee 
at his desk. 

The booklet pictures a busy day 
at the State Bank of Chicago. This 
is one of the best ways to create 
confidence in an institution, and to 
inspire the entrance of new de- 
positors. This booklet, by the way, 
is issued in the midst of a new busi- 
ness campaign being conducted by 
T. Harris Smith & Associates—a 
campaign that may reach a larger 
total than that of any other bank 
during a similar effort. 
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HEN she heard that they wanted her to 

“endorse as she lists” she naturally thought 
it would slow down her listing. Now she knows 
different. 


When an adding machine operator lists checks 
with the aid of a new American Endorser, she 
does not need to turn the checks completely over 
and stop every so often to stack the pile. Simply 
turn the checks half way over and drop 
them—and the Endorser does the rest, 
automatically stacking the endorsed 
checks in the same order they are listed. 


Besides eliminating the labor of hand- 
stamping it actually speeds listing! 


You get cleaner, clearer endorsements, 
printed from a metal die. 
is endorsed—no “missed” checks, and 


PAID THROUGH 
CLEARING HOUSE 


PAY TO THE ORDER OF 
ANY BANK, BANKER OR TRUST CO. 


Prior Endorsements Guaranteed 
{ 0C713 28 }: 


Every check "I eta ib the money-making way. Use the cou- 


DECATUR, ILL 


you can work right up to the last minute for 
clearings and transit. 


If you have not done so already, adopt a general 
endorsement similiar to that pictured here—good 
for both clearings and transit, and have your add- 
ing machine operator “endorse as she lists” with 
a new American. 

At a cost of but 10c per day— based on a life of 
the machine of 5 years (it should last a 
lifetime) “you will save, at the very 
minimum, at least an hour of one 
person’s time per pay—even if your bank 
is one of the very smallest! 


Make money by saving it. Endorse 
the modern way, the approved way, 


pon below for details. 


Eliminate Perforator Repair Expense 


Pins and clips concealed in checks too often 
dull, bend or break perforator needles. 
American needles are 55% stronger than 
ordinary perforating machine needles, yet in 
addition to this additional strength any 
clerk can easily and quickly install new 
American needles in the American No. 
22 or larger models. 


Don’t be handicapped by having to revert 
to old-fashioned methods of hand-cancel- 
lation every so often while your perforat- 


ing machine is at the factory for repairs. 

If your machine is punching illegible can- 
cellations—wasting the time of your oper- 
ator and everyone all down the line—replace 
it with a machine where your clerk can re- 
place the needles. 

Just send us a sample of the perforation it 
makes—that’s all we need. We’ll quote you 
a liberal trade-in offer for a new American 
that will put an end to your perforator 
troubles. Use the coupon below. 


*“The Modern Way Is the American Way” 


AREEREACAR 


"EN DORSIAG CANCELLING. 


THE AMERICAN PERFORATOR CO. - CHICAGO . NEW YORK - SAN FRANCISCO .- Established 1910 


AMERICAN PERFORATOR CO., 611 W. Jackson Blvd., Chicago, Ill. 
Please send me, without obligation, complete details on (1) The new American Endorser, and the () Hand, 1) Foot-Power, (1) Automatic Electric Per- 
forators, with a ( Quotation on your trade-in allowance on our old perforating machine, a sample impression of which is enclosed herewith. 


SES REE ey eee env aM S Seca ere ee RC Re PET peer IONS 


Readers will confer a favor by mentioning THE MAY, 1929 BANKERS MONTHLY when writing to our advertisers 





For 


- essential prin- 

ciple, there is no 
difference between 
industrial banking 
credit on The Morris 
Plan and loans of 
other banks. The 
eondition under 
which all credit must 
be extended is the 
underlying ability 
of repayment on the 
part of the borrower. 
This is true of pub- 
lie as well as private 
credit. 

No statement, no declaration of 
policy, not even consideration of the 
importance or need of the loan, can 
alter this basic principle. It is only 
insofar as the mechanics of avail- 
ability are concerned, that one form 
of banking credit may differ from 
another. 

Any bank that contemplates in- 
creasing the availability of small 
loan credit, must recognize the prin- 
ciple that the source of any line of 
eredit must be safeguarded as to 
assure its continuance and depend- 
ability. 

The personnel of all banks, there- 
fore, is of great importance, as the 
administration and granting of credit 
becomes as important to the bor- 
rower as to the bank itself. With- 
out such proper administration, 
credit may easily become an instru- 
ment of danger to those to whom it 
is extended. These are matters of 
primary concern in reaching sound 
conclusions as to the credit problems 
affecting industrial banking. 
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Industrial Banking 


A Training School 


By 


Plan Bank of Detroit 


Any banker today recognizes that 
his important function in society is 
to extend credit, and he fully com- 
prehends power and responsibility 
in that function. His decision to 
grant credit or withhold credit from 
an individual, or an enterprise, may 
determine whether that individual 
or enterprise shall maintain its posi- 
tion in society—improve it, or lose it 
altogether. I eannot conceive of any 
business carrying greater respons- 
ibility. 

When it comes to industrial bank- 
ing, this responsibility increases 
tremendously, if for no other reason 
than the one that this plan will handle 
thousands of loans as against hun- 
dreds by other forms of banking. 
Moreover, it must go farther in its 
watchful, helpful service to the in- 
dividual, as its loans are closer to 
and more intimately involved in the 
very foundation of business. 

Therefore, the base, or the bank, 
from which these transactions orig- 
inate, must be in an impregnable 


EUGENE W. LEWIS 


President, The Industrial Morris 


































ommercial Customers 


N industrial banking, we will always have a larger 

percentage of so-called necessitous borrowers than 
will be found in other forms of banking; to the extent 
that our client may not show such rapid progress to 
affluence as the borrower from commercial banks. 
But he is making sound advances under borrowings 
from us in his acquisition of an estate, ranging from 
the purchase of securities to home improvements, all 
the while fitting and equipping himself to later become 
a customer of a commercial bank. 


position in order quickly to differen- 
tiate it from loosely-knit corpora- 
tions, discount houses, or finance 
companies, organized purely and 
solely for the purpose of making 
loans for profit (frequently by mak- 
ing bill-collection agencies of them- 
selves) and which are not so much 
interested as to whether this busi- 
ness is done in the form of good 
banking or not. 

That the Morris Plan method of 
industrial banking is_ thoroughly 
established and functioning with 
confident understanding, is now, | 
believe, quite clearly proved by the 
ease and assurance with which old, 
established banks take up the prac- 
tice and the principle from the 
point to which we have pioneered it. 

We have been accumulating wealth 
so rapidly in this country that dis- 
tribution and consumption of our 
products has come to be of major im- 
portance, as against the production 
problem of a decade or so ago. The 
great surplus of wealth, beyond that 
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The latest 
FINANCIAL 


STATEMENT 
of New Englands largest bank 


asof March 27,1929 ~ 


RESOURCES 
Cash and Due from Banks $78,937 ,602.98 
United States Securities 31,121,049.38 
Loans, Discounts & Investments 313,240,417.67 
Banking Houses 9,568 ,287.85 
Customers’ Liability Account of Acceptances... 40,162,819.27 
Accrued Interest Receivable and Other Assets .. 2,873,198.48 


Total $475,903,375.63 


LIABILITIES 

Capital $25,000,000.00 
Surplus & Profits 32,861,103.00 $57,861,103.00 
Reserves including Interest, Taxes and Un- 

earned Discount 4,506,157.79 
Reserve for Dividend payable April 1, 1929 1,000,000.00 
Liability as Acceptor or Endorser on Acceptances 

and Foreign Bills 72,112,249.96 
Deposits 340,423,864.88 


Total $475,903,375.63 


“sinerT 


NATIONAL BANK of 
BOSTON 


1784 3 ‘4 29 


Foreign Branches European Representatives 
Buenos Aires, ARGENTINA Lonpon, Paris, Berwin 
Havana, SANTIAGO AND CiENFUEGOS, CuBA 
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needed for financing production, 
now quite easily and logically flows 
to financing consumption. This, | 
believe, is what has attracted the 
general attention of commercial and 
state banks. 

An ever-increasing proportion of 
the 80 out of every 100 people not 
provided with banking contact under 
present banking laws, now have an 
available surplus in their current 
cash requirements. They naturally 
seek to deposit this money where 
they can get a balanced banking serv- 
ice. In other words, where they can 
obtain loans as well as make deposits. 


In the past, we have perhaps been 
inclined to regard our industrial 
loans as the neecessitous borrowings 
of our clients. I think this day is 
rapidly passing and that, broadly 
speaking, a large 
percentage of the 
borrowings from 
our banks are no 
more necessitous 
than the loans ob- 
tained by the mer- 
chant and manu- 
facturer from other 
banks. 


All borrowings 
are, of course, 
necessitous from 
some point of view, 
but I maintain 
that, under the 
progress and de- 
velopment of our 
institutions, the 
very remedial pur- 
poses and objec- 
tives, which were 
in mind in the in- 
ception of this 
form of banking, 
are quite largely 
disappearing. 

In industrial 
banking, we will 
always havea 
larger percentage 
of so-called neces- 
sitous borrowers 
than will be found 
in other forms of 
banking ; to the ex- 
tent that our client 
may not show such 
rapid progress to 
affluence as the bor- 
rower from com- 
mercial banks. But 
he is making sound 
advanees under 


feel. 
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beam into the night. 


borrowings from us in his acquisition 
of an estate, ranging from the pur- 
chase of securities to home improve- 
ments, all the while fitting and equip- 
ping himself to later become a eus- 
tomer of a commercial bank. 


These things make, and are going 
to continue to make, the field more 
attractive to other banks now in ex- 
istence or to be organized. 

Our main interest now should be 
as to how these competing banks are 
going to operate and function in our 
field. 

The huge development in this form 
of banking as the result of making 
eredit available for the use of one- 
half of our people, is of economic 
value to the nation, or it is not. If it 
is, it deserves and will obtain proper 
recognition in our financial scheme. 


Letter-Writing Philosophy 


JAMES H. PICKEN 
Author of “Principles of Selling by Mail” 


HE easiest and the surest way to get a 
reader’s attention and interest is to hit 
him where he lives. Tie up your message an 
with some aim, hope, ambition or need in his 
mind and he will do the rest. 


—_~——_———_. 


Your reader acts because of what he thinks 
and feels, not because of what you think and 
Your letter will have no chance to 
succeed until you make him realize the full 
worth of your proposition. 


——_~>————_ 


Your letter must throw your message into the 
mind of your reader as a candle throws its 
Only those ideas that 
hit clear and are sound advice will produce 
action. 


————__>————_ 


Be friendly and courteous—sugar is a better 
salesman than vinegar. 


—_—_—_—— 


Big words are big flops in letter writing. 
Plain, every day, hard-working words are the 
kind your readers understand easily and 
prefer. 














It is certainly a legitimate business 
of specialized character. As such, jt 
must be protected and not left on the 
door-step of adventuring opportu. 
nity, where it may be kidnapped and 
used for advertising exploitation jp 
other forms of banking. 

The loaning of money in amounts 
of a thousand dollars and less—of 
meeting the conditions and demands 
of many millions of honest and 
worthy men and women who do not 
possess collateral in what is known 
as ‘‘banking form’’—is on_ the 
threshold of inereasingly great devel. 
opment. 

In recent years, it has been greatly 
reformed and regenerated in a large 
portion of the United States. 


The Morris Plan of industrial 
banking, stood the test of a crisis at 
the time of the 


Great War, which 
gave the acid test 


to every form of 
financial activity 
where credit was 
involved. 


We have heard it 
said that the time 
to study geology is 
the morning after 
the earthquake, and 
we certainly had 
earthquake in 
credit as a result of 
the war. The won- 
derful and magni- 
ficent record of the 
banks doing this 
type of business at 
that time stands as 
a monument. 


The Old Friend- 
ship Game 


A bank in Penn- 
Sylvania reports 
that one of its tell- 
ers was induced to 
eash a fraudulent 
check in the 
amount of $32.85 
by a well-dressed, 
pleasant-appearing 
man who made hin- 


self so agreeable 
and so familiat 


with the teller that 
the teller was in- 
duced to_ believe 
that he was a for- 
mer friend. Doubt- 
ful friends are as 
bad as strangers. 
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THE FIRST GENUINE CHECK PAPER 
THE 


NEW SUPER-SAFETY 


HAS REMARKABLE 


- FOLDABILITY 


Tue most frequent abuse a check 
receives is folding. With the mod- 
ern widespread use of checks has 
come multiplied handling and the 
need for check paper that can with- 
stand repeated creasing without 
weakening. 

The new Super-Safety Paper, 
designed for check use exclusively, 
has remarkable ability to withstand 
continued sharp folding. Its fold- 
ability is five times that of the 
usual check paper. Bend and crease 
this fine new paper as you will. 
Crush the fold flat with your thumb- 
nail. It will take a great deal of 
such punishment without a sign of 
weakening, tearing, or cracking. 

Other features of this superlative 
new kind of check paper are its 
durability — at least seven times 
longer lived than ordinary check 
paper... its fine writing surface— 
smooth as satin, yet a surface on 
which ink instantly takes without 
blurring or running . . . its strength 
—long tough fibers and little sizing 
give this paper powerful resistance 
to cracking or tearing. 

Depositors appreciate distinc- 
tion in the checks their bank sup- 
plies. The new Super-Safety Paper 
will be appreciated both for its ex- 
cellent appearance and for the ser- 
vice of protection it provides for 
depositors’ funds. Erasure or the 
use of ink eradicator is immedi- 
ately exposed. And to prevent 


DISTINGUISH YOUR SERVICE 
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counterfeiting, The 
Todd Company guards 
every sheet of the new 
Super-Safety Paper as 
the government guards SANK 
bank-note paper. 

Never sold in blank. Printed and 
lithographed only to a bank’s indi- 
vidual order. Delivered under seal. 

The coupon will bring you samples 
and prices of this first genuine 
check paper. See this handsome new 
Super-Safety Paper, available in 
six attractive colors—an unusually 
distinctive paper available from no 
other source but The Todd Com- 
pany. Surprisingly low in cost. A 
distinction for your bank, a pro- 
tection for your depositors. Every 
banker will be interested in seeing 


WITH SUPER-SAFETY CHECKS 





handsome new 
Super-Safety Check 
Paper and in putting it 
to comparative tests. 
H ect Complete information on 
request. Return coupon 
today. Bankers’ Supply Division, 
The Todd Company, (Est. 1899), 
Rochester, Chicago, New York, St. 
Paul, Denver, Dallas, Birmingham. 


Bankers’ Supply Division 5-29 

THE TODD COMPANY 

1137 University Ave., Rochester, N. Y. 
Send me more information about Super- 

Safety Checks made of the new Super- 

Safety Paper. 


Name of Bank 
Name of Officer 
Street 
| Town 
| State 





ON THE NEW CHECK PAPER 
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Bank Publicity Triumphs _ | 


By LAWRENCE GEORGE 
Advertising Manager, First Trust & 
Savings Bank, Hammond, Ind. 


O those recondite bank publicity 

managers, whose unquestioned 
profundity of intellect is not suffi- 
ciently profound to solve the erying 
problem of obtaining, gratis, more 
and better bank publicity in their 
local newspapers, I offer a panacea, 
which, even Solomon, himself, with 
all his wisdom, could not beat. 

First, however, permit me to jus- 
tify this vain boast with the confes- 
sion that I am only a rank neophyte 
in the gentle art of bank publicity 
and therefore believe I know more 
about the profession than some of 
you thin-haired veterans who have 
grown mouldy in the service. 


Stories Not Published 


Nevertheless, like all self-confident 
tyros, who have aimed their am- 
bitious arrows at Jupiter and who 
have actually scored a bull’s eye for 
some inexplicable reason or other, I 
believe that I have a Message (capital 
““M’’ a la Mencken) for you—a Mes- 
sage, which, if heeded in time, will 
increase your free bank publicity 
manifold, or, in proportion to your 
own efforts and your willingness to 
to exercise your grey matter. 

When I graduated from the lazy 
profession of journalism about five 
months ago and betook upon myself 
a title and the responsibility of ob- 
taining sufficient free bank publicity 
to justify the expense of my salary, 
I entered my new duties with a vast 
ignorance of the obstacles that were 
to beset my path. 

I believed, childishly enough, that 
I needed only to write legitimate 
news stories about my bank in order 
to obtain free publication of them in 
our daily newspaper, the sole pur- 
veyor of news in the city. 

However, my disillusionment was 
immediate and painful. I showered 
the editor with bank news stories, but 
the shower struck a duck’s back and 
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The} experience of a new publicity 
man who learned how to write 
news. The definite plan that re- 
‘sulted may be applied by any bank 


rolled off. In other words, many of 
my stories did not click—they went 
into the waste basket where 99 per 
cent of all other free publicity goes. 

That nonplussed me; for, I thought 
I had had sufficient newspaper train- 





1929 PROJECTS 
IN CALUMET WILL 
COST 100 MILLION 


Industrial Undertakings 
Surveyed by Banker 



























The Calumet district of Indiana 
and IHinois, which in twenty-five 
years has developed into one of the 
greatest industrial districts in the 
world, Is looking forward to a year 
of large projects, involving expend- 
itures of more than $100,000,000, says 
Peter W. Meyn, president of the 
First Trust and Savings bank of 
Hammond, the largest. financial in- 
stitution in nerthwestern Indiana. 

Mr. Meyn has just completed a 
survey of the territory. According 
to Mr. Meyn the following ilevelop- 
ments will materialize next year: 

1, Completion of the first of five 
units of the proposed $75,000,000 
State Line Generating 
power plant on the lake 
North Hammond. 

2. Doubling of the present ca- 
pacity of the Commercial Wall Pa- 
per Mill of Hammond, which is now 
producing 3,500,000 rolls of w all pit~ 
per a year. 


company 
front in 


%. Erection of new plate mills by 
the Youngsiuwn Sheet and Tube 
company at its Indiana Harbor 
plant. 


A part of the 16-inch news story pub- 
lished in the Chicago Tribune and which 
helped to convince the Hammond edi- 
tor that he was missing something 
worth while when he refused the bank’s 
news releases. 


ing to know the value of good local 
news stories, regardless of their in- 
tent. I was measuring my offerings 
by the yardstick of news value only. 


Consequently, I decided to investi- 
gate. It was either more bank pub- 
licity or my new job, with its gratify- 
ing title, its important-looking ma- 
hogany desk, and its relatively at- 
tractive monetary consideration—a 
layman cannot appreciate the im- 
portance of these prerogatives of 
material affluence to an_ indigent 
newspaper man. 


Ruling Against Bank Stories 


My investigation soon revealed 
that our newspaper had adopted a 
ruling which discriminated against 
all local publicity stories on the 
strength of the contention that they 
were a source of free advertising for 
the institutions and organizations 
submitting them. And it was an 
iron-clad ruling, too, with absolutely 
no elasticity. 

What todo? I envisioned my new 
job going glimmering into the limbo 
of forgotten things, whence flit many 
good resolutions to desert the jour- 
nalistie field. However, the thought 
of returning to the newspaper racket, 
with its lazy life and its patched 
pants, did not fit in with my picture 
of country clubs, a sporty machine, 
and a comfortable bankroll. 

I simply liked the thought of those 
things too well to quit. Further- 
more, I wanted to get married—yes, 
a sweet girl was the inspiration of 
my unstinted labors and the con- 
sequent discovery I stumbled over, 
in my desperate attempt to crash my 
bank into the news columns of our 
esteemed daily, a daily that goes into 
virtually every home of the city. 

I studied my city carefully and 
learned that it was on the verge of 
an industrial, commercial and resi- 
dential expansion program which 
would entail an expenditure of about 
$100,000,000. 

The size of that figure was news. 

(Continued on page 388) 
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Before you sign — 


A contract for bank directory service, 
give careful consideration to the follow- 
ing facts: 
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The Rand MeNally Bankers Directory (The Bankers 
Blue Book)’ for more than 50 years has been the stand- 
ard publication of its kind. 


a 


2. It has a paid circulation several times larger than its ° 


nearest competitor, and larger than all similar direc- 
tories combined. 


.90% of the banks subscribing to bank directories buy 


the Rand M¢Nally Bankers Blue Book. 


. Based on circulation its rates are one-third that of any 


similar publication. 


.More than 8,000 Commercial Banks, Savings Banks, 


Trust Companies, Investment Banking and Bank 
Supply Houses advertise regularly in each edition. 


.The number of advertisers alone greatly exceeds the 


number of paid subscribers to any similar work. 


7. Its greater prestige, circulation and preference is de- 


served because it is the most reliable and comprehensive 
reference book of its kind and the publishers spare no 
expense in keeping it complete, thorough and 
up-to-date. 

The Blue Book is the Official Numbering Agent of the 


American Bankers Association. 
Your next bank directory should be 


THE RAND MCNALLY 


BANKERS DIRECTORY 


The Bankers Blue Book since 1872 


RAND MSNALLY & CO., Publishers 
536 S. Clark St., Chicago 


NEW YORK CITY SAN FRANCISCO WASHINGTON, D. C. 































































Then, too, the fact that our com- 
munity had been featured before in 
the news columns of metropolitan 
dailies as one of the most rapidly- 
erowing industrial centers in the 
world, lent more newsy importance 
to my survey. 

I decided to send the story to the 
big city newspapers and thus prove, 
if possible, the idiocy of the 
ruling of our loeal daily. Vir- 
tually every morning and eve- 
ning paper in Chicago used the 
varn with our bank name prom- 
inently mentioned. Some feat- 
ured it in excellent positions, 

The Indianapolis newspapers 
also saw sufficient news value in 
the article to publish it in toto. 
Our local sheet, however, re- 
mained steadfast by its guns 
and simply ignored a copy of 
the story, which I had sent to it. 

The following week, the ar- 
ticle began to crop up in the 
rural weeklies ; and, by the time 
the country editors had finished 
with their scissors and paste pot, 
the yarn had obtained the widest 
possible circulation throughout 
the state and in some of the ad- 
joining states. 

Well, your guess is as good as 
mine; I now experience little 
trouble in obtaining space for 
my stories in the home-town 
sheet. Whether the editor has 
had a change of heart about his 
ruling, or has found a sudden 
eure for his journalistic dyspep- 
sia, I do not know. I do know, 
however, that he is no longer so 
hardboiled with me as he first 
was and that my matrimonial 
ambitions are more rosy now 
than they were a short time ago, 
for all of which I am duly thankful. 
Amen! 


And Here’s The Plan 


From my experience, I have for- 
mulated a plan, which I pass on to 
you for what it is worth. 

1. Iam collecting all news stories 
pertaining to industrial, commercial 
and civie expansions in our city and 
I am carefully filing these away for 
year-end reviews, which I will send 
to the metropolitan dailies. 

2. I am watching new develop- 
ments of a similar nature for spot 
news stories to be sent to the big city 
newspapers. Any bank publicity 
man, who has had any experience at 
all in writing news stories, can 
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squeeze the name of his institution 
into these articles. 

3. There are many other local 
stories, which, I believe, are of suf- 
ficient interest to find their way into 
the metropolitan sheets. For ex- 
ample, we have a number of indus- 
tries producing strange products. 
Such industries and products form 


A Four-Point 
Plan 
For 


Securing 


Bank Publicity 





1. Preserve news of indus- 
trial, commercial, and civic 
expansion for year-end reviews. 


2. Watch for similar events 
worthy of “spot” news stories. 


3. Prepare news stories of 
unusual or new products with 
fascinating facts about their 
manufacture. 


4. Have drawings or photo- 
graphs made to illustrate fea- 
ture stories. 


news stories, which, I believe, will 
receive wide publication, if presented 
properly. I am making a study of 
these plants and seeking feature 
angles. 

4. I have employed an artist to 
draw sketches of unusual products 
and their processes of production. 
These sketches will be converted into 
newspaper matrices and the latter, 
with a newsy feature story, including 
the name of our bank, will eventually 
find their way into the newspapers, 
particularly the country variety. 

I could enumerate a number of 
other possibilities for similar stories ; 
but I believe I have given enough to 
prove the potentialities of such a 
plan. Each bank publicity man- 
ager, of course, must find the partic- 


ular incidents in his eity, which, he 
believes, will be accepted by news. 
papers. 

In conelusion, I must mention the 
results that we have experienced 
from our first plunge into the metro. 
politan newspapers. My files eon. 
tain letters from six different states 
in the Union, asking for a complete 

report of our survey. One even 
came from far away Boston, 

Locally, various individuals 
were so impressed with our 
metropolitan news story that 
they either wrote or telephoned 
their congratulations and, in ad- 
dition, praised us for giving our 
city such favorable publicity. 

The article has literally made 
us the most discussed bank in 
the city. We have some concep. 
tion of this popularity; for, a 
great number of our employees 
belong to various organizations 
and they report that our metro- 
politan newspaper story created 
quite an impression among the 
members of these different or- 
ganizations. 

Of course, it is difficult to 
measure any material benefits 
from our program; however, if 
it is the mission of publicity 
simply to keep the name of the 
bank before the eyes of its pres- 
ent and prospective customers 
in a favorable light, publicity 
has served its purpose for us and 
we shall continue with our plans. 

And thus is another good 
newspaper caballero turned re- 
spectable. 


Safe Deposit Customer 
Should Sign Release 


On the surrendering of a box, some- 
one of the safe deposit company 
should examine the box, in the pres- 
ence of the person surrendering, to 
see that nothing has been overlooked. 
Be sure to have the party surrender- 
ing the box sign his or her name on 
the back of the application card to 
the effect that the contents of the 
box have all been withdrawn there- 
from by the lessee and are in the 
owners possession and the vault com- 
pany is released from all claims and 
liabilities that thereafter might be 
instituted against it. 


It may make a difference to all 
eternity whether we do right or 
wrong today.—James Freeman 
Clarke. 
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Effective 
April 1, 1929 


ECURITY-FIRST NATIONAL 
BANK OF LOS ANGELES 


UNDER NATIONAL CHARTER, 
IS CREATED WITH 


Resources... . . $600,000,000 
Capital ...... 30,000,000 
Surplus ...... 15,000,000 
Undivided Profits . 5,000,000 


- 


Through Consolidation of the 


Los Angeles-First National Trust 
& Savings Bank 


AND THE 


Security Trust & Savings Bank of 


Los Angeles 


The “SECURITY-FIRST NATIONAL” combines in one organi- 
zation the banking skill, the great resources and the varied 
capacities for service of two institutions which have been for 
many years leading banks of Southern California. 


The branches of the new bank extend from Fresno and San 
Luis Obispo on the north to the Imperial Valley on the south. 
In nearly every one of the cities which comprise the Los 
Angeles metropolitan area the new bank is a leading financial 
institution. It affords complete commercial facilities and also 
operates savings and trust departments. 


Sd 


The SECURITY-FIRST NATIONAL COMPANY,—identical in 
ownership with the new bank—has capital assets of 
$6,000,000. It will continue the business of the Security 
Company and the First Securities Company, selling bonds and 
securities and participating in underwritings. Operating over a 
wide area of very high per capita wealth, the SECURITY-FIRST 
NATIONAL COMPANY offers exceptional distribution facilities. 


Aor, 10 Ulva LI ea Tere 


CHAIRMAN PRESIDENT, AND CHAIRMAN 
OF THE BOARD EXECUTIVE COMMITTEE 
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90 Questions On Trusts | 


By RALPH M. EASTMAN 


Assistant Vice President, State Street Trust Co., Boston 


These are questions every bank em- 
ployee ought to be able to answer 


The purpose of this quiz is to allow The trustee earries out the terms collected, minimum $10 per year. 
bank employees to cheek up on their of living trusts or trusts under will. (b) Care for securities as above 
: and in addition invest and reinvest all 


information on this important and . Scie, Gee iain tay ls eee 
fast-growing department. Most of 8—What is a trust? so of Pemex, ere 
ast-growing department. Mos 6% of the income collected, minimum 


the questions are those which eus- $20 per year. 


: A trust is simply the setting aside, 
tomers, or others ask, while a few 


in legal form, of certain property to 


may stimulate the imagination and be administered in accordance with 12—What is the customary charge 
suggest further talking points on the the wishes of the maker of the trust. for acting as executor? 
department There is practically no limit to the 3 
Pi ; : ‘ scope of a trust. Six (6%) per cent of the income 
The answers are given in non- and 214% of the principal on distribu- 
technical language. Some of the > : os tion. This distribution charge covers 
Eipirtipetities a 9—What is the main difference seiclinis te, tennis ‘Wk 
answers are extended by brief sell- Sadia cia ahead Mra our services in handling the many 
; Bes vetween an agency and a trust! complicated details involved in earry- 
ing points on the department which ; ) 
: ‘ht 1 ll k é nd An agency ceases at the death of ing out the probate court requirements, 
¢ y 7a ree e es ae . ° 
it migat be well to Keep in mind. the maker. Title rests in the principal dividing the estate, getting receipts 
(All questions apply to conditions in in the case of an agency. Title rests for bequests, filing all necessary 
Massachusetts and the answers are in the trustee in the ease of a trust. papers and reports. 
for the State Street Trust Co.) 
10—What are the two principal 13—Is the charge for the services 
1—How long has your bank been eects I I a _— 
; ‘ types of trusts? of a corporate executor or trustee 
handling trusts ? 
Testamentary and living. The usually greater than the charge made 
. »stamentary trust is made i 2 Wi - an individual ? 
2—Into what major departments testamentary trust is made in the will by an individual? 
: . livided 1 wher and becomes effective after the death No 
. 2 . <Artriea , > © 4 ‘A “ ore es ~VO0. 
is our trust service divided and where of the maker. The living trait ecce 
are they located ! into effect during the life of the 
Corporate trust and individual trust. maker. 14—What is the customary charge 
Corporate trust department is on sec- for acting as trustee? 
ond sons - main office ortega 11—What are the two types of Six (6%) per cent of the income 
ee eee agenev service we render? and 1% of the principal on distribu- 
: tion. 
‘ . . rug securities, collec } 
3—Into what three parts is our in- _ (a) Safeguard securities, collect 
EE a ae ae ey income and report on all transactions, 
dividual trust work divided * investing and reinvesting only on in- 15—Who are the present members 
Estates, trusts, agencies. structions from principal. Our charge of our trust committee ? 


for this service is 3% of the income (Continued on page 42 


4—- What is the difference between 
an executor and an administrator ? 





An executor is named in a will. 
An administrator is appointed by the 
probate court when no will is left or 
when no executor is named in a will. 


S—What is meant when a person 
is said to have died intestate ? 


Died without leaving a will. 


6—How many witnesses are legal- 
ly required to a will? 


Three. 





7—What is the difference between 
an executor and trustee ? 
The executor distributes the estate 
in accordance with the terms of the 


will. A will should be reviewed periodically by the maker because conditions change. 
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CONSTRUCTION, DECORATION, EQUIPMENT or 

MAINTENANCE of Financial, Commercial and 
Industrial establishments. 


ea OC 


2 OC ®) 
<—' 
| ae SS rant F 
‘ LAG SOG nah 


*, 
= 
C 


me 
bu- 


oR 


“ 
—} 


AG 


O 
= 


The Exposition includes Here you can inspect, compare, 
many exhibits and de- at your leisure without solicita- 
monstrations of machines ~ tion. All the refinements and 
and devices for the more comforts of a well conducted 
economical and profitable Club. Open every business day | 
conduct of business. 9 A. M. to 8 P. M. Ms 
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Our Directors: Messrs. F. 8. White 
(chairman), Allan Forbes, John F. 
Moors, William Minot, William Prest, 
S. H. Wolcott. 


16—What are their main duties 


and how often do they meet ? 


Watching present investments, 
selecting new ones, checking up each 
account and its holdings regularly. 
They meet twice a month. In addi- 
tion, one member of the committee is 
in daily personal touch with the de- 
partment. 


17—How does our trust department 
benefit from the fact that we have 
no bond department ? 


As we have nothing to sell but 
service our trust committee can act 
in an entirely unbiased manner in 
considering investments. While all 
high-grade banks having both bond 
. and trust departments state they do 
not sell to their trust departments, 
nevertheless, many persons have come 
to us because we have no bond depart- 
ment. 


18—Why doesn’t the trust company 
draw wills and trust deeds? 
It is against the law for a corpora- 
tion to practise law and this is work 


for the lawyer and outside of our 
province. 


19—What is our custom in engag- 
ing lawyers for legal work connected 
with any of our estates or trusts? 
We retain, where feasible, the 
lawyer of the person whose estate or 
trust is involved. 


20—What are the restrictions in 
regard to investments for estates and 
trusts we handle? 

None, except that we shall invest 
as a prudent man would invest his 
own funds. Many people think we are 
restricted to bonds which is not the 


ease. 


21—What are the different 
levied against an estate? 


taxes 


Federal Estate tax, Massachusetts 
Inheritance tax, Inheritance taxes in 


other states where decedent owned 
property (stock of corporations in 
other states, for instance) Income 
taxes. 


22—-What are the money savings 
possible through a living trust? 


It is possible to save the 214% 
. distribution charge on that part of 
the estate covered by a living trust. 
Also, as property in a living trust is 
held, in the name of the trustee, it is 
possible to postpone payment on in- 
heritance taxes until the trust is 
terminated. As the tendency seems 
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to be for the various states to pass 
reciprocal laws in relation to inherit- 
ance taxes—13 states having done so 
already—it is possible that the trust 
may be entirely free from taxation 
on its termination if that takes place 
from 10 to 20 years from now. 


23—How ean a man insure the pro- 
ceeds of his life insurance against 
unwise investments ? 
By putting it in trust for his 
beneficiaries with a capable trustee 
such as the State Street Trust Co. 


24—What is one non-debatable ad- 
vantage of a corporate trustee over 
an individual? 
Its continuity of existence. It does 
not get sick or die and is always 


available for consultation any busi- 
ness day. 


25—How often, and by whom, are 
the books of our trust department 
officially examined ? 

Twice a year. By the Massachusetts 
Bank Commissioner and by auditors 
acting for the examining committee 
of our directors. The department is 
also under constant audit by our own 
auditing department. 


26—Does an individual executor or 
trustee have similar examinations ? 
No. 


27—To ‘that official body are all 
executors accountable? 


The probate court. 


28—How are charges made by ex- 
ecutors regulated ? 


By the probate court. 


29—Can a will be readily changed to 
name the State Street Trust Co. as 
executor and trustee ? 
Yes. 


530—What is the easiest way to bring 
about the change suggested in ques- 
tion 29? 


Add a eodicil to the will. 


31—What happens if an individual 
executor or trustee dies or becomes 
incapacitated ? 
The probate court has to appoint 
someone to take his place. It may be 


a person. whom the testator would 
never have considered. 


32—Are we willing to have an in- 
dividual named with us as co-execu- 
tor or eo-trustee ? 

Yes. 





in trust for beneficiaries of the tes- 
tator? 




































































33—What was the approximate 


total amount of estates, trusts and 
agencies handled by our trust de. | 
partment as of January Ist, 1927: 


$37,000,000. 


34—Will you take advantage 


every opportunity to increase this 
business from now on? 


Make it ‘‘yes.’’ 


35—Who should draw wills and 


trust deeds? 


Competent lawyers. 


36—Who should be named exeentoy 


and trustee ? 


State Street Trust Co. 


37—What are two of the main 


sources of danger to widows, or in- 
experienced young men and women 
who 
money ? 


inherit considerable sums of 


‘*tame’” 
honest but 


Unprincipled 
salesmen and 
ienced friends. 


securities 
inexper- § 


38—Why should a will be reviewed 


periodically by the maker? 


Because conditions may have mate 
rially changed since will was _ first 
drawn and may change considerably 
as time goes on. For instance, the 
executor originally named may be in- 
eapacitated or have died. 


39—What are at least five advan- 


tages of our trust company over a 
wife, son or friend as executor or 
trustee ? 


(1) Experience in investment mat- 
ters with the benefit of the advice of 
our trust committee. 


(2) Experience in accounting. 


(3) Experience in handling the red 
tape involved in estates. 


(4) Experience in tax matters. 
(5) Death or illness will not inter- 


fere with handling of estate. 


40—What becomes of the propert) 


of a person who dies intestate? 


It is divided according to law which 
may not be at all in accord with de- 
sires of the person who died intestate. 
See our folder ‘‘If You Make No 
Will’’ for information on Massachu- 
setts law. 


41—How long ean an estate be held 


ARR STERN 


As long as law of perpetuity 
permits. Roughly, through the life of 


(Continued on page 44) 
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Bank President— 


appraises the value of the 
National Posting Machine 





















Savings department of Federal American Bank 


HE customer and the visitor to the Federal 
American National Bank is impressed at once 
with the modern features of the institution. 


The new low type counters with clear vision for 
teller and depositor strike a new note. And back 
of these counters the depositor finds National 
Posting Machines, providing service as different 
from the old pen and ink posting as these new 
type counters are from the old. 


‘Four years’ experience with these machines has 
convinced us of their value,” writes the President 
of the Federal American. ‘Our depositors ap- 
preciate the printed figures in the passbook, 
tellers handle work more expeditiously, and the 
bank gets a higher degree of protection than 
ever before. Peak days and peak periods of the 
day are handled without confusion or delay.” 


These statements carry with them the experience 
of twenty-two years as a banker. They are 
typical of the opinion of the hundreds of institu- 
tions which are using National Posting Machines. 


The Federal American 
overlooks no modern 
development to aid 
in giving the best possi- 
ble service to depositors. 
National Posting Ma- 
chines and low, cledr- 
vision counters are two 
features of this bank’s 
service which appeal 
strongly to depositors. 





ta Seay a Register Company, 
Daytoa, 


Gentlemen: 


Be have been wing J your National Savings Account Posting 
Machines fof several years, and if it were neosssory to 
pay — equipment at this tims we should iastal 

partment in preference to 
“yr mh -o—y of which we 












ur depositors. like the ote ghee a the entrice in 
their passbooks are clea: to Tg all entries 
ag neatly printed, taskeaiag © the dates 





Be like the nachines beoause the wrk is faster and 
because the sasries im customer's passdook, ledger card 

proof sheet « oe ye = — seme tine, tans aseulog 
ws thet our captemste® ras agree sith ou maanent 
records, and also affording us an seourate ehesk on the 
control sheet. They eetaaamme, elininate the poseibdil- 
ity of the human error 


Sincerely your 
4 Sepa ole 
Cc President. 






From the President 


Hundreds of the most promi- 
nent banks of the country are 
using National Posting Ma- 
chines for Savings Accounts. 
Our Bank Division at Dayton 
will be glad to give complete 
information. 


The National Posting Machine for Savings Accounts 
Product of The National Cash Register Company, Dayton, Ohio 
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any beneficiary now living and 21 


years of the life of a succeeding 
beneficiary. There is no limit to the 
life of a trust when a charity is the 
beneficiary. 


42—-Why is a trust in a will de- 
sirable for a son? 

At 21 when he would get his inherit- 
ance otherwise, he would probably 
lack experience in handling funds and 
this might defeat the intent of his 
parent. By putting his share in trust 
till he reaches the age of 25 or 30, 
he would come into his inheritance 
better prepared to conserve it and 
get the full benefit from it. 


43—How can a daughter’s portion 

of an estate be protected against a 

spendthrift husband ? ; 
By having it left in trust for her. 


44—-What are two advantages in 
leaving a wife’s share of an estate 
in trust? 

She is relieved of the worry in- 
volved in handling securities and is 
protected from making unwise invest- 
ments. 


45—How can a wife and children 
get the full benefit of an estate and 
provision be made to keep the estate 
intact in case the wife should re- 
marry or the children die without 
issue ? 

By leaving it in trust. 


46—Are we required to give surety 
on our bond when appointed execu- 
tor or trustee? 
No. — 


47—What effect would the failure 
of the trust company have upon the 
estates and trusts it handles? 


None. 
arate. 


Business kept entirely sep- 


48—Is there any difference between 
a ‘“‘living,’’ ‘‘voluntary,’’ or ‘‘im- 
mediate’’ trust? 

No. 


49—What trust company has de- 
veloped a reputation for handling 
affairs entrusted to its trust depart- 
ment not only in an efficient manner 
but also with the same friendly spirit 
of helpfulness which typifies the en- 
tire organization ? 

State Street Trust Co. 


50—Have you made your will? 


44 





THE BANKER’S CALENDAR 





DATE EVENT PLACE 

May 2-7 Wisconsin Bankers Association, Group Meetings 
May 2-3 Arkansas Bankers Association Little Rock 
May 9-10 Tennessee Bankers Association Nashville 
May 14-15 Mississippi Bankers Association Biloxi 
May 14-16 Texas Bankers Association Galveston 
May 15-17 Pennsylvania Bankers Association Atlantic City 
May 16-17 Missouri Bankers Association Excelsior Springs 
May 16-18 New Jersey Bankers Association Atlantic City 
May 17 New Hampshire Bankers Association Manchester 
May 21-22 Oklahoma Bankers Association Oklahoma City 
May 22-23 Maryland Bankers Association Atlantic City 
May 22-24 Ohio Bankers Association Columbus 
May 23-24 Alabama Bankers Association Montgomery 
May 23-24 Kansas Bankers Association Topeka 
May 28-30 Georgia Bankers Association Atlanta 
May 00-00 Rhode Island Bankers Association East Providence 
June 5-7 National Association of Mutual Savings Banks Saranac, N. Y. 
June 6-7 South Dakota Bankers Association Rapid City 
June 10-12 Wisconsin Bankers Association Milwaukee 
June 10-13 Reserve City Bankers Detroit 
June 10-14 American Institute of Bankers Tulsa, Okla. 
June 11-12 North Dakota Bankers Association Minot 
June 12-14 West Virginia Bankers Association Bluefield 
June 12-15 California Bankers Association Sacramento 
June 14-15 Massachusetts Bankers Association Swampscott 
June 14-15 Connecticut Bankers Association Swampscott 
June 17-18 Oregon Bankers Association La Grande 
June 17-19 Minnesota Bankers Association Minneapolis 
June 17-19 Iowa Bankers Association Undecided 
June 18-20 South Carolina Bankers Association Greenville 
June 19-21 Illinois Bankers Association Aurora 
June 20-21 Kentucky Bankers Association Paducah 
June 20-22 * |Washington Bankers Association Spokane 
June 20-22 Virginia Bankers Association Old Point Comfort 
June 20-23 District of Columbia Bankers Association Montauk Beach, L. I., N.Y. 
June 21-22 Utah Bankers Association Logan 
June 21-22 Colorado Bankers Association Colorado Springs 
June 22 Maine Bankers Association So. Poland, Maine 
June 24-25 Idaho Bankers Association Idaho Falls 
June 24-27 Michigan Bankers Association Charlevoix 
June 25-27 North Carolina Bankers Association Asheville 
July 19-20 |Montana Bankers Association Billings 
Aug. 30-31 (Wyoming Bankers Association Sander 
Sept. 11-12 Indiana Bankers Association Evansville 
Sept. 00-00 Delaware Bankers Association Rehoboth 
Sept. 23-25 Morris Plan Bankers Association White Sulphur Springs, Va. 
Sept. 30- 

Oct. 3 American Bankers Association San Francisco 
Oct. 13-19 Investment Bankers Association Quebec 
Oct. 00-00 ‘Arizona Bankers Association Phoenix 
Oct. 30- 

Nov. 2 Financial Advertisers Association ‘Atlanta, Ga. 

THE INTERSTATE TRUST CO. of R. E. WRIGHT, who for the past nine 


New York and its subsidiary organization, 
the Interstate Corporation, will move into 
new quarters at 37 Wall Street about 
June 1. They will occupy the basement, 
main floor, mezzanine and second floor of 
this building and expect that the increased 
space will result in an augmented scope 
of banking facilities. 


DON KNOWLTON, Union Trust, Cleve- 
land, has an interesting story entitled 
‘*Murder’’ in the April Scribner’s. 


years has been associated with the First 
Wisconsin National Bank, was recently 
elected vice president of the Milwaukee | 
Title Guaranty and Abstract Co. This | 
company is affiliated with the First Wis 
consin Group. 









Luck was never responsible for the 
securing of a profitable bank ac 
count. 
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Not a painting—Each figure and each object is modeled true to life 


Beautiful 

Inspiring 
Thought-Provoking 
Action-Impelling 


They bring people 


into the bank 


They inspire customers to save regularly. 
They bring new accounts. 
They make old accounts grow. 


And So Sms, 


They increase your bank’s income and profits 


ACH display is a unit. It comes to you 

in a case. You simply slide it out of 

the case and into the window, plug the 

light cord into a socket and your window 
decorating is finished for two weeks. 

A year’s service—26 different displays 

of your own selection—at a rental charge 

of approximately $5 a week. 


Every phase of banking service illus- 
trated. Small enough to fit any window 
—yet important enough to serve as the 
complete display in the largest window. 

Neat cards accompany all displays. 

You receive exclusive use for your 
town—at a rental charge of approxi- 
mately $5 a week. Write today. 


Tru-Tu-Life Display Service 


ADVERTISING DISPLAYS, INC. 


1120 Banklick St., Covington, Ky. 
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True To Life Window Displays 
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For Sale ‘“° a CHECK DESKS 


IMPORTED FRENCH DE HAUTEVILLE MARBLE. 
BRONZE ELECTRIC CANOPY FIXTURE. CAN BE 
SEEN AT BANK OF AMERICA, 9 SO. LA SALLE ST. 


Inquire DAHL-STEDMAN.CO., Builders 


11 So. La Salle St., Chicago 

























Oh John - if your bank 
has one of Those mergers 
will They make you on officer 


Officer hell! Even 

the vice-presidents are 

cancelling Their Palm Beach 
VacaTions 






























































Drawn hy 
A. M. DeBestan 
Equitable Trust {| 
Company, 
New York City 























“Merger Will Out!” 











Readers will confer a favor by mentioning THE MAY, 1929 BANKERS MONTHLY when writing to our advertisers 


Basil I. Peterson Joins 


State Bank 


Basil I. Peterson, vice president of the 
Stock Yards National Bank, joined the 
official staff of the State Bank of Chicago 
as a second vice president on April 15. He 
is connected with the bank’s business ey. 
tension department. 

Mr. Peterson 
comes to the State 
Bank with a broad 
experience embrae 
ing every phase of 
commercial _ bank. 
ing. Prior to his 
war service, he was 
cashier of the First 
National Bank, 
Blair, Wis. After 
the armistice, he 

BASIL I. PETERSON e¢eived _ intensive 

training for for. 
eign branch service at the National City 
Bank of New York and spent several years 
at Antwerp and Brussels, assisting in the 
organization and management of their 
Belgium branches. 

Upon returning to the United States, he 
served the Chemical National Bank of 
New York as Middle Western representa- 
tive with headquarters in Chicago. Later 
he was elected vice president of the Stock 
Yards National Bank, in charge of their 
division of banks and bankers. 





Chemical National and U. S. 
Mortgage & Trust Will Merge 


Arrangements for the merger of the 
Chemical National Bank of New York with 
the United States Mortgage & Trust Co. 
are under way. The new name will be the 
Chemical Bank & Trust Co. 

John W. Platten, president of the United 
States Mortgage & Trust Co. will become 
chairman of the board of the merged bank 
and Perey H. Johnston, president of the 
Chemical National Bank will be president. 

The present directors of the Chemical 
National Bank and a substantial represen 
tation of the directors of the United States 
Mortgage & Trust Co. will constitute its 
Board of Directors. 

About two months will be required to 
complete the physical and legal matters in 
cident to the actual merger. 





HENRY J. COCHRAN, for the past 
twelve years a vice president of the Bank- 
ers Trust Co. of New York, was elected 
president of the bank at a meeting of the 
board of directors held Tuesday afternoon. 
He succeeds A. A. Tilney, who assumes the 
newly created position of vice chairman of 
the board of directors, of which Edward 
Prosser is chairman. It was announced 
that both Mr. Prosser and Mr. Tilney will 
continue to take a part in the bank’s af 
fairs no less active than heretofore. 







BERNARD V. MOORE, deputy governor 
of the Minneapolis Federal Reserve Bank, 
has been elected a vice president and diree 
tor of the First Minneapolis Trust Co. and 
of its affiliated organization, the First 
Minneapolis Co. 
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Profitless Accounts 
(Continued from page 24) 

The treatment usually consists of 
presenting to the customer a cost 
analysis of his account and a discus- 
sion as to what will make such an 
account desirable to the bank. 

Many commercial customers, when 
presented with such an analysis, 
will admit that a satisfactory bank- 
ing connection should be one that is 
mutually profitable. 

Interest bearing, unprofitable or 
subnormal accounts, can usually be 
made profitable by an adjustment of 
the interest arrangement. 

Non-interest accounts, whose ac- 
tivity is too great in proportion to 
balance can be made profitable in 
one of two ways: 

1. By increasing the average bal- 
ance of the account. Such a remedy 
is a deposit builder. 

2. By applying a ‘‘handling”’ or 
“service’’ charge based upon the 
number of items handled in excess of 
a normal amount. 


Sincere Public Relations 
(Continued from page 10) 
confidence. Bank X was managed by 
more-seasoned and better-paid men. 
Its system was more perfect. Its 
liquid reserves were stronger. But 
there was this difference: Bank Y 
studied the wishes of its customers. 
Its check books, passbooks and adver- 
tising were suggested by the custom- 
ers themselves and adopted, while 
Bank X was managed impersonally. 
The result indicated that the thing 
the depositor was most drawn by was 
a form that suited his needs, and 
reading matter which coincided with 

his interests. 

To fail to aim at personal contact 
with new customers is like planning 
community development to the neg- 
lect of the rising youth. This is recog- 
nized in altered bank advertising 
from the ancient ‘‘card’’ setting 
forth figures and names, to the 
modern ‘‘story’’ of an industry, 
locality, or personality. The card 
was a ‘‘ecold’’ and the other is a 
“hot’’ contact. The effect in busi- 
ness is much the same as in social 
intereourse, the ‘‘I’’ contact is bore- 
dom and the ‘‘you’’ contact is charm. 

A worker, who later became a 
magnate, told me that the reason he 
originally chose his present bank, 
rather than the opposition, was be- 
cause the pen-nibs on the opposi- 


Condensed Statement of Condition, March 27, 1929 


The 
Cleveland 
Crust Company 


Located at Euclid Avenue and E. 9th Street 
and in 52 Other Community Centers 
in and Near Cleveland 


‘ 


RESOURCES 


Cash on Hand and in Banks......... $ 27,334,149.02 

U. S., State, Municipal and Other 
Bonds and Investments 

Loans, Discounts and Advances 

Real Estate and Banking Houses.... 

Interest and Earnings Accrued and 
Other Resources 

Customers’ Liability on Letters of 
Credit and Acceptances Executed 
by this Bank 


34,861,744.96 
196,285 ,019.30 
5 644,447.89 


1,960,894.76 


9,049,742.07 


$275,135,998.00 


LIABILITIES 
Capital Stock......................$ 10,000,000.00 
Surplus and Undivided Profits 7,946,020.14 
Reserve for Taxes, Interest, etc 2,100,001.70 
Dividend Payable April 1, 1929 300,000.00 
TE Pere ee ee 239,967,133.14 
Due to Federal Reserve Bank 5,000,000.00 
Other Liabilities 773,100.95 
Letters of Credit and Acceptances 

Executed for Customers 


9,049,742.07 
$275,135,998.00 


Member Federal Reserve System 
Member, Cleveland Clearing House Association 
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Engineers National Bank Building 


BROADCASTING 


We are literally broadcasting our financial 
services to the public over WHK, regularly 
twice a week—Thursday evenings at 7:30 
and Friday afternoons at 4:00. 


If you are proud of your service, why not 
tell the world? That’s the way we feel 
about it. 


And the results justify our efforts. 


ENGINEERS NATIONAL BANK 


OF CLEVELAND 


St. Clair Avenue and Ontario 
Broadway and East 55th Street 





E have made some changes in which we have used 
some of the ideas expounded in the article “Fewer 


Errors in Balancing” in the November BANKERS 
MONTHLY, and, although we have tried them but a short 
time, we feel they are simplifying matters for us. In addi- 
tion, we might say that we have received many ideas from 
the magazine which are beneficial, especially to banks 
of our size. 


E. MATTHEWS 


Trust Officer, Farmers Trust & Savings Bank, Kokomo, Ind. 
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tion’s counters were always clotted 
and made a blot of his signature. 
There’s a point of contact, if yoy 
like. 

One of the best Canadian banks 
forbids its representatives to blame 
the head office for a refusal to grant 
eredit (even if the head office has 
expressly disagreed with the branch 
manager in forbidding it). And this 
is a wise rule, as the attempt to shift 
responsibility weakens the personal 
contact. A customer will take more 
kindly to the smiling, sympathetic 
refusal of the manager himself than 
to the cold impersonal dictum of an 
invisible head office. 

It is an inevitable disadvantage of 
the branch system that, sometimes, a 
man deficient in vision will, accord- 
ing to the rules, be classed as a first- 
class manager, if he conducts his 
branch unprofitably but blindly in 
accordance with head office instruc. 
tions. This is oftener the case in new 
territory, where the man on the 
ground should be a man of independ. 
ent and adaptable judgment. 

An old manager once told me of 
his interesting experience in a new 
town. 

At first he was at a loss to guess 
why his bank had not established the 
business it should have during the 
twenty-odd years the town had been 
going. When, as president of the 
board of trade, he came in close con- 
tact with our leading citizens, he 
asked questions. 

The usual answer was: ‘‘ When I 
first came here I had training, repu- 
tation, and energy, but no money. 
Your bank said that my statement 
didn’t entitle me to credit. Bank X 
or Bank Y also pointed out that ob- 
vious fact, but added, ‘However, 
we’re all new here, and our bank be- 
lieves the opportunity exceptional. 
We’ll take a chance on you’.’’ 

His hope of annexing the particu- 
lar account was of necessity deferred. 
Certainly it must be said that Bank 
X and Bank Y had paid more syn- 
pathetic attention to the conditions 
surrounding the point of contact 
than his bank had, and they had 
their reward. 

A certain unprepossessing pair, 
father and son, presented themselves 
to me one day seeking credit. They 
spoke English imperfectly, were un- 
able to grasp the significance of 
liquid assets to floating liabilities, 
and had only lately built their saw- 
mill, which was heavily mortgaged. 
My impulse was to get rid of them, 
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Our very conversation was nerve ex- 
hausting. 

But here was a fresh point of con- 
tact. To dodge it because it was 
beyond my experience would be pure | 
laziness. I ended up by driving out | 
next day for a surprise visit to the 
mill. 

For its special line (railroad tie- 
eutting) it was excellently placed 
and equipped. Booms direct from 
the camps tied up to the place and 
ocean-going boats called on their way 
out of harbor and loaded. 





The eight employees were of the 
family or in-laws, who would share 
bad times instead of striking. There 
would be no stoppage for off-season. 
The proprietors stood well with log- 
gers of their own nationality, used 
cheap No. 3 logs and had good con- 
tracts with exporters. 


The premises were mortgaged -but 
the machinery clear. A suggestion 
to employ an outside auditor was 
welcomed, a creditable statement pre- 
pared, and we were all ready to go. 
Moreover, my personal visit was 
greatly appreciated. It will be an 
emergency, indeed, which will rob 
us of that account. 


In direct opposition to this was a 
lumber account at another bank. 
Accommodation had been extended 
regularly for years until personal 
contact with the parties had become 
a very thin and perfunctory matter. 
A relieving bank manager became 
curious. He talked with some em- 
ployees coming in for their pay dur- 
ing the Christmas shut-down. He 
learned that the equipment had been 
allowed to get into poor shape, the 
caterpillar in need of expensive re- 
conditioning, the men dissatisfied and 
the owners speculating in mining 


shares. ‘‘ Nuff sed.’’ 


Some customers have a fondness 
for friendly talks. Others want 
snappy service with no frills. Some 
want to give the bank their con- 
fidence, while others are won by a 
confidence given them. 


The important thing is that each 
may be approached best on his own 
particular ground, and the way to 
find this is to contact with him. An 
attractive building, a well-placed 
advertisement, recommendation of a 
friend, or an accident may bring a 
customer into your bank, but the way 
he feels on leaving your bank is the 
feature which builds or unbuilds the 
volume of business. 
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$5,000,000.00 


of New Deposits 
in 48 Days! 


The STATE BANK OF CHICAGO secured 
$5,258,148.58 of new deposits and 
Ten Million Dollars in new Trust Bus- 
iness between February 15th and 


April 4th. 


All of this new business came directly 
through a Special Selling Program, 
and does not include any voluntary 
over-the-counter accounts. 


No professional solicitors, 
premiums or advertising 
are being used vw vw vy 


We have some very interesting data on 
this new business activity. May we 
send it to you—without obligation? 


HARRIS SMITH ASSOCIATES, Inc. 


231 So. La Salle St. 123 So. Broad St. 
CHICAGO PHILADELPHIA 





CORNELL & COMPANY 


Certified Public Accountants 
Cable Addreas—“‘Cornelcoke”™ 





New York Chicago Montreal St. Louis Washington, D. C. 
Minneapolis Detroit Pittsburgh Denver Philadelphia 
Cleveland Toledo Louisville Dallas Amarillo 

Houston 8) ry Salt Lake City Tulsa Hutchinson 

St. Paul Wichita Oklahoma City Monroe Topeka 

Los Angeles Portland San Francisco Seattle Kansas City 






Qualifications For Bankers 


I think it would be a fine thing if we could circularize every 


bank in West Virginia with a copy of the article, ‘‘Qualifications 
For Bankers’’ recently published in THE BANKERS 


MONTHLY. 
O. JAY FLEMING 


Vice President, First National Bank, Grafton, W. Va. 























Officers’ quarters in the Trust Unit of the Guardian Group of Detroit. 


The Halls of Finance 


HE new banking rooms of the 

Guardian Detroit Bank, Guar- 
dian Detroit Co. and Guardian Trust 
Co. occupying the lower floors of the 
newly-erected Penobseot Building, 
Detroit, are acknowledged to be 
among the finest banking rooms in 


the Middle West. 


The design and equipment at once 
suggest an atmosphere of quiet dig- 
nity and the utmost in convenience. 
The various floors occupied by the 
Group were laid out in conformance 
to their respective needs as the build- 
ing was erected. 

The Griswold Street entrance is a 
huge arch, five stories high. Within 
this portal, the visitor faces an im- 
posing bronze grille, which is the 


50 


Guardian Group of Detroit 


gateway to the grand stairway to the 
main banking floor of the Guardian 
Group. The stairease well is sur- 


Architectural 
Features 


. Octagon as decorative 
motif 
. Mammoth arched windows 


. Indirect lighting from 
crosses in arches 


4. Dignity in decorations 





rounded by a parapet of simple lines, 
faced in matched walnut of warm 
brown finish, with a capping of dull 
red Levanto marble. 


Octagon is Decorative Form 


Upon reaching the main banking 
floor, the visitor faces the west end 
of the great counting room and sees 
the great end wallspace largely cov- 
ered by a majestic window. To the 
left and right are dignified expanses 
of Travertine marble in honey color. 
An octagonal clock face with twelve 
ornamental pieces in cast bronze in 
place of the usual figures rises above 
the counters which cross this west 
end of the main floor. 

The octagon, in fact, is the dom- 
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inating decorative form. The floor is | 


laid out to form octagonals within 
squares of ornamental marbles. The 
wicket windows of the counter grilles, 
which extend around three sides of 
the counting room, are bronze and 
plate glass, with the upper contours 
in octagon form. The continuity of 
the counters at north and south and 
the beautiful walnut paneling, which 
rises for three stories, is interrupted 
at regular intervals by great fluted 
columns in Travertine, half-octago- 
nal in section. 


Windows Are Arched 


The feature of the big Eastern and 
Western windows is the round arch. 
They furnish the principal curved 
motif of the banking hall. The same 
style arch is carried through the 
north and south sides of the count- 
ing room, being developed between 
each pair of towering columns of 
Travertine. These arches are filled 
in at the second and third story level 
with panelings in rich walnut, sim- 
ilar to the stair paneling. At the 
second story, there is a progressive 
change from the lower straight line 
effect to window effects beneath the 
semi-circular curve at the top of each 
panel. In the wall panels, are twelve 
great cross-shaped indirect lighting 
units, diffusing soft light and mak- 
ing unnecessary the customary 
chandeliers. 

At the eastern end of the counting 
room is a low rail which is a con- 
tinuation of the parapet design. 
Here, in the open and easily acces- 
sible to customers, are the desks of 
the executives of the bank and in- 
vestment units of the group. Simple 
straight-line forms mark all the dee- 
orations, with the exception of the 
arch curves mentioned. The effect 
is good as to proportion and the color 
scheme is pleasing, restful and hos- 
pitable. 


Partitions Are Few 


The general floor plan of the of- 
fiees is characterized by openness, 
there being a noticeable lack of par- 
titions. The mechanical equipment 
and furniture represent the newest 
and most modern advancements. 
Ventilating is by means of the sys- 
tem used for the entire building. In- 
direct lighting is used throughout. 

One of the most striking and beau- 
tiful features of these new offices is 
the magnificent ceiling treatment. 
The great ceiling space above the 
counting room is surrounded by a 














100% PROTECTION 


What it means 
to the BANKER 


NSURANCE will ‘protect the cash deposits of the bank, but it will not protect 
I the lives of the officers, the employees, nor the customers. Daylight hold-ups 
are a common occurrence, banks should take every precaution necessary to avoid 
them and the bad moral effect resulting. Banks all over the country are adopt- 
ing the modern and sure means of protection by installing ‘‘Platt’’ Bullet-Proof 
and Bandit-Proof devices, which are not only protection for bank funds and 














few: illustrations are of 
bandit-proof and bullet- 
proof installations at the 
Wellston Trust Company of 
St. Louis. You will note the in- 
sert of the “Platt” Bullet-Proof 
Deal Tray, and a side view of 
a “Platt” Gunport and speak- 
ing aperture. These are some 
of the devices, together with 
Bullet-Proof Glass and Jay-Tex 
Wire, that offer 100% protection 
and permit the transaction of the 
customary business. The fixtures 
are designed to permit patrons to 
deposit funds, withdraw them, and 
to converse with the official without 
inconvenience either to patron or 
banker. 


At the same time, it is impossible 
for the bandit to turn a deadly 
weapon on the official. Any bullet 
fired in the direction of the cage 
falls outside harmless. We are pre- 
pared to estimate on remodeling 
fixtures now in use, we will sell 
individual units, estimate on com- 
plete units, or will supply the above 
devices to your own contractor. Our 
guarantee fully covers all items. 
Once installed the fixtures need no 
attention and the protection becomes 
permanent; its cost forgotten. Esti- 
mates and full information given 
without obligation to bankers, ar- 
chitects or others who might be 
interested. 


Write for FREE Photographs 


We will send a complete set of 
actual photographs free on request. 


human lives, but also 
instill confidence in 
customers. These fix- 
tures can be combined 
with marble, wood; 
or metal and in any 
desired color or finish, 
There is no need to 
sacrifice dignity to 
secure protection. 
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New and Remodeled Buildings 
Constructed, Fully Equipped, 
Ready for Service 


PF pan complete organization offers a 
service which includes designing, 
equipment and construction. Substan- 
tial dignified effects in keeping with 
the modern institutions, growth and 
progress. Our complete work is indica- 
tive of the careful study and planning 
which is backed by years of experience, 
and the service of an organization 
which believes that strict adherence 
to, and the practicing of, only the high- 
est standards of business principles, 
with integrity, responsibility, service 
and quality above profits, is essential 
to success. 





THE J. H. WISE COMPANY, Inc. 


BANK BUILDERS 


Syndicate Trust Building 


St. Louis, Mo. 
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MAKE YOUR CHECKS 
SAY WHAT YOU 
WANT THE PUBLIC 


TO THINK Some banks use their checks as withdrawal forms alone; 


and some find an additional use . . . that of creating 
a favorable public opinion toward their bank. 










































You can make your checks say what you want the 
public to think about your bank . . . that yours is a bank 
of character, safety, strength and progressiveness. For 
checks are capa- 
ble of saying all 
ers 5 these things -—are 
fully capable of 
favorably reflect- 


ing the standing 


of your bank. 
Checks made 
on La Monte 
National Safety 
Paper (the ma- 
jority of banks 
in the leading 
cities of the 
country use La 
Monte Safety 






Paper) have the happy faculty of present- 
ing your bank in its most favorable light. 
They convey a proper intimation of a 
bank’s standing; are recognized by bankers and 


business men alike as the standard of comparison. 


And they are safe; protected on both sides from 
mechanical or chemical erasure. 


Send for the booklet we’ve prepared for you. 
It’s free for the asking. We’ve shown in it how other 
banks have used La Monte National Safety Paper—how 
they have taken advantage of its fine appearance and 
pleasing colors—to achieve really distinctive checks. 

Identify National Safety Paper by its wavy lines. 
George La Monte & Son, 61 Broadway, New York. 


LA-MONTE 


NATIONAL SAFETY PAPER FOR CHECKS 


Wt 
| 





Bank Administration Important 


It seems to me that your magazine has done a 
very splendid work in assembling the opinions of 


state banking commissioners concerning bank ad- 
ministration, and we are very glad to have been 
of some service to you in this connection. 


WILL C. WOOD 


Supt. of Banks, State of California 








cove at a 45° angle, which consists of 
a series of rectangles in grays and 
dull blues. The ceiling is a straight. 
line development of great silver 
crosses within decorations of two 


tones 


These sections are separated by plain 
relief moldings in silver, leading to 
a marginal border of cream and pale 


yellow 


The 
home i 


The color scheme is restful, being 
neither formal nor bizarre. Despite 
the use of much straight line, there 
is no impression of austerity. The 
impressiveness of good proportioning 
and size is an element. Magic has 
been worked with simple elements 
and fine choice of color in materials 


used. 


Housed in the tallest and most 


moder 
troit, 


superb and noteworthy counting 
room to the splendid banking rooms 


that h 


the expanding city. 


Explaining the Advantages 
of Bonds to Customers 


The 





of gray and warm brown. 
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on fields of gray and brown, [i 

if 

Dignity Personified in Ee. 
Decorations : 

decorative spirit of the new . 

s one of freshness and dignity, f 


n steel-frame structure in De- 
these new quarters add a 


ave been coming into being in 


el lll 
= on an oe ot 


Brown-Crummer Co. of 


Wichita, Kansas has recently issued | | 


a booklet to investors in which it 
emphasizes the important advan- 
tages of good bonds. These are listed 


enc tee 


in the book as follows, andare quoted | | 
here because of the value they are 


likely 


to have to other bankers who 


realize that customers must be ed- 
ucated regarding the value of bonds. 


i 


2. 
3. 
4 


m 


10. 


Security for principal. 
A fixed or definite interest. 
A fair return in income. 


An investment which is mar- 
ketable ; 


Are acceptable as collateral ; 

Are free from direct taxation; 
Require little or no care or 
‘*watching’’; 

Mature definitely after a satis- Ff 
factory lapse of time; 

Are obtainable in convenient 
denominations ; 

Are capable of appreciating in 
value. 


Only profitable banking is safe. 
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Banking Needs Bigger and | 
Busier Loan Officers 


(Continued from page 14) 


any other, because it is always easier | 
to figure out a single job for some | 
other man than to systematize seven- 
teen different jobs for oneself. 

With the work properly organized, 
it is in order to map out the objec- 
tives. Aggressive banks usually plan 
along these lines. 

How far away shall we go after 
new business? The answer is, never 
farther than across the street from 
the business we already have. The 
most successful profit producers in 
any business are the organizations 
which, in spreading, leave no un- 
covered areas behind them. And the 
surprising thing is how fast and far 
such thorough coverage can spread. 

How many prospects should be in- 
vestigated? That depends entirely, 
for any given area, on the low limit 
of aloan which the bank is organized 
to handle. The tendency to reduce 
this low limit is a present one in 
American banking. However, at 
this writing, it is more of a tendency 
than a development. Every loan of- 
fier should do everything that he 
ean soundly do to develop it. When 
the little farmer and the little busi- 
ness house are gone, the local banker 
will go with them. 

The local banker may even disap- 
pear before they do, if he leaves ef- 
fort toward reducing the size of the 
average counter loan to big banks 
like the National City and the Bank 
of Italy. 


Improve Credit-W orthiness 


But this is a digression. Having 
settled the size of the smallest busi- 
ness or farm that the bank ean profit- 
ably lend money to, the number of 
prospects for commercial service in 
any given area is settled as well, and 
the bank’s object is to serve each 
and every one of them, before that 
area can be regarded as a finished 
job. 

The banker who sees loan pros- 
pects must be able, ready, and will- 
ing to improve the credit-worthiness, 
if one may coin a word, of the busi- 
ness that is now getting all the bank- 
ing accommodation it deserves. 
Where he has this ability, he does 
not worry about recognizing the fact 
that a given business is getting less 
credit than it deserves or paying too 
much for the credit it gets, whenever 


S one leaves 
the presi- 
dent’s office in the 
new banking 
house recently 


erected for The 


Trifles Light as Atr’’ . 


WE may lightly flick the first few snowflakes from our coat- 
sleeves, but when the snowfall continues, walking becomes a 
more and more wearisome effort. Finally, even the most powerful 
locomotives may be stalled by the drifting feathery flakes. 


Similarly, public opinion may lay a weighty barrier against the 
fodiens business, with beginnings just as gentle and 
a result as impassable as the snow. The banker may lightly brush 
away a few individual criticisms of his bank building, but if his 
k continues to occupy quarters that seem to customers to be 
out-of-date, shabby, cramped or inadequate for other reasons, 
adverse opinion may grow to such proportions that the bank plods 
along against discouraging resistance. 
A banker who wishes to avoid this disheartening situation can 


do much by keeping an ear open to the whisperings of public 
ieee ing acquainted with recent developments in 


advance of a 


ban 


opinion, and by 
the newer bank buildings. 


TILGHMAN MOYER COMPANY 








National Bank 
of ChesterCounty, 
at West Chester, 
Pa., one sees this 

portion of the 
i) banking room. 





The Design, Construction and Equipment of Bank Buildings 
ARCHITECTS « ENGINEERS 


MAN Y features of the newer bank build- 
ings are well illustrated by the forty- 
three photographs in the booklet ‘Building the 
Bank for Business.”’ More important—the 
text explains how the building can promote 
the bank's business. 

From bankers of all classes—Federal Reserve 
Governors to country bank presidents—this lit- 
tle book has received favorable comment. The 
coupon will bring you a copy, without obliga- 
tion, by return mail. 


the way. 





“Pointing the Way” 


Qualifications for bankers is a subject that is 
receiving increasing attention, and, as usual, 
your most excellent magazine is pointing 


TILGHMAN MOYER COMPANY, Allentown, Pa. 


Gentlemen: Without obligation, please maii 
me a copy of “ Building the Bank for Business.” 





Name:____ 
Address :- 

















ROBERT E. WAIT 


Seeretary, Arkansas Bankers Association 


Se ee 
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AVE you been in Detroit 

recently, seen the tremen- 
dously impressive evidence of our 
city’s growth and progress? 


A community of this character 
demands of those who would serve 
its financial needs—vision tempered 
with practical experience—tactful 
aggressiveness and ability beyond 
the ordinary. We have endeavored 
to build this organization around 
men of such calibre in order to 
measure up to the requirements of 
America’s fourth city. Our person- 
nel is at your service. - — 


FIDELITY TRUST CO. 


FIDELITY TRUST BUILDING 


DETROIT, MICHIGAN 











Reprints of Any Article 


There has been such a demand for reprints of the helpful 
articles published in THE BANKERS MONTHLY that ar- 
rangements have now been made to furnish reprints of any of 
the feature articles of this issue in quantities of 250 or more, 
if the order is received within one month after the date of the 
issue.. When the quantity is stated, a definite price will be 
quoted. Just address THE BANKERS MONTHLY, 536 S. 
Clark St., Chicago. 


_—____ 








he is lucky enough to run across sueh 
a happy ‘‘find.’’ 

Frankly, the present writer is not 
one of those who spends much time 
in lamenting the lack of knowledge 
about banking displayed by men in 
banks. 

Banking—all by itself—is as sim. 
ple as most businesses, and simpler 
than most professions. But banking 
—as it relates to other businesses— 
‘*there is a task for all that a man 
has’’ of energy, acumen, originality 
patience and, yes—genius. 


Pretend To Be Borrower 


‘*When I go out to see a lumber 
dealer,’’ said a new business officer 
recently, ‘‘I don’t think of myself 
as a banker at all. I’m a lumber 
dealer who used to work in a bank, 
trying to figure out how to borrow 
(and repay) some money. That 
spirit in me influences the real lun- 
ber dealer almost instantly. He 
knows a good deal more about lum- 
ber and about his particular busi- 
ness than I do, but as soon as he sees 
I know a little about them, he breaks 
his neck trying to make me know all 
about them. The next thing you 
know, he and I are going over his 
books. Pretty soon I am making 
suggestions. Not lumber suggestions 
exactly, but accounting suggestions, 
credit suggestions, collection sugges- 
tions, office management suggestions, 
suggestions about buying for price 
rather than terms, suggestions about 
shipping—all that sort of thing. 
Half of the business I get is offered 
to me, after one or more visits like 
that, without my even suggesting 
that the bank would like to have it.” 

‘*Tsn’t what you’re doing a sort of 
temptation to over-expansion?”’ he 
was asked. 

‘‘Not by a jugful,’’ he contended, 
‘it’s only the treatment of each bor- 
rower as an individual problem (and 
your own problem) that prevents 
over expansion. And, what’s more 
important, it’s only sound expansion 
by the little fellow that can take up 
banking funds which might tempt 
bankers toward permitting over-ex- 
pansion by the big fellow.’’ 


Sound Profits Breed Better 


Country bankers who have sur- 
vived the ‘‘strain off’’ of unsound 
agricultural banks in the last few 
years are those who have applied 
quite similar attitudes and activities 
to crop financing. 

They have asked the farmer to 
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forget what he paid for his land or 
what he can sell it for, how heavily 
or how lightly it is mortgaged, and | 
have helped him center his mind on | 
the business of making a fair wage | 
plus @ fair profit from this year’s 
operation of it. They have been in- | 
telligent guides toward farm account- 
ing, crop diversification, machine 
savings, maintenance of equipment, 
management of live stock, skilful 
marketing, and utilization of neg- 
lected productive opportunities. In 
other words, they have been bankers 
_not mere rural mortgage sharks. 
Admittedly, such profits’ are hard 
to get—harder than any others in 
banking. But at the same time, 
they are sounder. They breed bet- 
ter. And, over terms of years, they 
are demonstrably bigger. Bigger be- 
eause fewer outside factors, beyond 
the banker’s own control, can make | 
them fluctuate. Bigger because they | 
themselves produce the sound loea! 
wealth out of which more current 
funds can grow, and on which more | 
counter loans can be founded. 





Determination 
Aggression 
Constant Study 


(Continued from page 15) 
sentment, impelling me to take that 
job, with the one purpose of showing 
that young fellow that, in spite of 
all, I would be a teller. 

“It took me just six years to land 
the place. First I served through as 
a messenger, then to the transit room, 
then as a teller’s clerk outside of the 
eages—adding up checks and deposit 
tickets—then, to fill a temporary 
vacancy, | was sent into the inside 
money cage, where I had to assist 
the teller there in counting and elas- 
sifying currency shipments that came 
in—and when I got into that place I 
felt that my great opportunity had 
come. 

‘At least I was to learn to count 
money, and to count it rapidly. So 
earnestly did I apply myself that 








I was retained as assistant, and later 
on sueceeded the head man there. 

“The more I studied that teller 
job though—and from the very day 
I first entered the bank—the more 
convinced I became that I would have 
to start right back to school. Not 
my old school, but still a regular sys- 
tem of home study. 

“T quickly joined night classes of 
the A. I. B., read every bank maga- 
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Get the most light 


from the window and to 
every part of the room 


Athey Shades are not wooden slats and have no rollers, 
springs, catches, or latches. They do not have to be 
jerked for adjustment. And because they may be low- 
ered from the top, allow a flood of soft light to reach 
every part of the room. Besides being practical, they 
are the most beautiful and attractive shade ever devised. 


Upon entering a room equipped with Athey Window Shades, 
one immediately becomes conscious of a feeling of something 
pleasantly different—the soft glow 
of diffused light and homelike at- 
mosphere, no.noisy flapping of 
shades in winds, no catches or 
springs to get out of order. ATHEY 
shades eliminate expensive short- 
lived awnings, because they can be 
instantly adjusted to shade any 
part or all of the window. With 
these beautiful shades, many of the 
finest buildings are discontinuing 
the use of awnings. Many of the 
largest and most modern office 
buildings are _ replacing other 
shades with Athey. 











WINDOW SHADES and 
Cloth Lined Weatherstrip 


f Used in 
the most 
modern 
Banks, 
Hotels, 
Public 
Buildings, 

etc. 


ATHEY COMPANY 
6051 W. 65th St., CHICAGO 


ay seme in all 
rincipal Cities qe %Y 
In Canada: Cresswell-McIntosh, oO s yw 

Reg'd. Montreal & Toronto Ps 


HROUGH some mistake you are sending me 

two copies of THE BANKERS MONTHLY 
each month when I should be receiving only one. 

Since I get my money’s worth in one of your 
magazines, you may discontinue mailing me the 
second one. 


J. F. COOK 


Assistant Cashier, First National Bank, Logan, West Virginia 
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ne of the many surprising 
vistas in the largest single 
banking room in the world — 





mUNION.TRUSTa 


Resources over $300,000,000 


zine I could lay hands on, attended 
lectures in and out of the bank 
where was stressed the strong force 
of personal contact and bearing with 
the customer, mastered the Nego. 
tiable Instruments Act, and finally 
got my present assignment on pro- 
motion as a regular teller.’’ 

**And what next?’’ I asked, with 
a smile. 

**Well, sir, I don’t know,’’ he 
answered, with a shrug. ‘‘You see 
what I am doing—borrowing this 
book—I am putting in some spare 
time each night, studying for some. 
thing higher.—But even if I should 
get to be president of some bank, I 
would not have more satisfaction 
than I felt when I landed that job as 
teller.”’ 

And thus a casual eall from this 
young worker in the ranks has given 
me the opportunity to cite an actual 
experience of what must be a guid- 
ing principle to the young banker— 
determination, aggression, and con- 
stant study. 


Directors Should Investigate 
Every Loan 


(Continued from page 17) 
with him to the other room. 

After some time the three re- 
turned to the directors’ room. A 
forlorn look overcast Mr. Graham’s 
face. 

**Gentlemen,’’ said Mr. Palmer, 
‘‘the examiner is correct. Mr. 
Graham is in serious financial dif- 
ficulties, as also are many of his en- 
terprises. It looks mighty bad. Mr. 
Graham has asked the examiner to 
give you gentlemen the facts.’’ 

‘‘For some time,’’ said the exam- 
iner, ‘‘I have not been satisfied with 
the loans your bank has carried for 
Mr. Graham and his various enter- 
prises. You will remember, at the 
last examination I questioned you at 
great length concerning these mat- 
ters. Although you seemed satisfied, 
1 began a study of Mr. Graham’s 
statement and affairs. In this state- 
ment he has one asset of $200,000 
which is stock of the Graham Lumber 
Co. Mr. Graham owns practically 
all of the capital of this company and 
for years the lumber company made 
money. About three years ago the 
company purchased a large tract of 
timber. Since that time the lumber 
business has become very dull and 
prices have declined. At this time 
the lumber company is in financial 
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difieulties. To continue the opera- 
tin of that company, Mr. Graham 
used most of his lumber company 
stock as collateral to borrow money 
elsewhere. The stock is now prac- 
tically worthless and Mr. Graham 
has been asked for other collateral. 

““Some other items in his state- 
ment are stock of this bank carried 
at $12,000, his home at $15,000, and 
his interest in a number of small en- 
terprises. 

‘Other entanglements have arisen 
and Mr. Graham has admitted to 
Mr. Palmer and me that he is ruined 
fnancially. Considering the loans 
you have granted to Mr. Graham and 
his enterprises, totalling over $50,- 
000, the value of which are now very 
doubtful, I feel that I was justified 
in the statements I made. You have 
a capital and surplus of $45,000, a 
large part of which may be ‘wiped 
out’.”’ 

An actual case very similar to this 
happened not long ago. The bank 
had Mr. Graham’s financial state- 
ment, as well as that of the Graham 
Lumber Co. which was in a neigh- 
boring state. The trouble was that 
Mr. Graham was interested in a great 
many enterprises, had for a number 
of years been a successful business 
man, and neither the cashier nor the 
other directors checked these state- 
ments. They supposed everything 
was running smoothly and that Mr. 
Graham was a wealthy man. 

Fortunately, the other directors 
and a few additional citizens came to 
the rescue, organized a new bank, 
took over this one and avoided a 
liquidation. 


DO BANKERS 
EVER USE YOUR 
SERVICE A 
SECOND TIME? 


HIS is a question often asked of us 

because so many bankers doubt 
the value of solicitation for new sav- 
ings accounts—particularly if organized 
and carried on by an outside organiza- 
tion. 


Such a question is a very natural one’ 
because the real test of any new 
account service lies in whether the 
result, after a period of time, makes a 
renewal of the effort desirable. 


We have compiled a record giving the 
names of ten representative banks, and 
the data on results, where, in each 
case our service has been used more 
than once—and in several cases three 
times—during a period of years. 





Chase National Will Acquire 
American Express Co. 


Plans for the acquisition of the Ameri- 
can Express Co. by the Chase National 
bank are under way. The American Ex- 
press Co. has been left primarily as a for- 
eign banking organization by the recent 
deals between the express companies. This 
merger will form one of the largest and 
most far-flung banking organizations in 
the world. 


You may have the names of these 
banks and the records of performance 
if you will write asking that they be 
sent. We jare desirous of placing the 
facts before you without obligation. 





THE J. HENRY SCHRODER BANK- 
ING CORP. has opened its new quarters at 
46 William Street in the Bank of New 
York & Trust Company building. 


BANKERS DEVELOPMENT 
CORPORATION 


31 Nassau St. New York, N. Y. 


Of a total of $5,796,669,000 of foreign 
capital invested in Canada, approximately 
57% came from the United States and 
36% from Great Britain. Investments in 
Canada by the United States are estimated 
at $3,313,512,000; by Great Britain, 
$2,234,364,000; and by other countries, 
$248,793,000. 
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SECURITIES FOR BANKS 2 
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Seven Basic Policies 


Featuring Bonds As Reserves 


BANK may safely 
prove its earnings 


Do 


depend upon bonds to im- 
if constant attention is 


given the bond account. 


By following these seven basic policies we have 
been able to make our bank secure and to make 
a good return for its owners. . 


UR policy is to keep 70 to 75% of 

all deposits invested in such a 
way as to make it possible to im- 
mediately liquidate them, if neces- 
sary. 

This might be called our basic 
policy of management, or it might 
be called our. investment program. 
Of course, not all of this amount is 
invested in securities. Some of it is 
in call money, some is in local loans. 
But from the standpoint of keeping 
our bank safe, we believe it is a good 
working percentage. 

A large part of our free money is 
invested in bonds. In fact, usually 
about 30% of the bank’s resources 
are invested in bonds. 

I realize that some bankers have 
become more or less ‘‘soured’’ on 
bonds because of losses suffered, due 
to unwise selection. 

We feel anything but disappointed 
with our bond investments, for we 
are making better than 544% from 
our entire list and we have not had 
losses to offset this. 


58 


The Seven Policies 


1. Keep 70 to 75% of deposits in- 
vested in such a way as to make 
it possible to immediately liqui- 
date them, if necessary. 


2. Invest about 30 per cent of 
resources in listed bonds or those 
sold by reliable investment bank- 
ers guaranteeing a market for 
quick liquidation. 


3. Invest no more than $5,000 in 
one issue. 


4, Invest 10 to 20% of free money 
in commercial paper. 


5. Put some money on call. 


6. Avoid re-discounting as much 
as possible. 


7. Avoid capital loans to farmers 


—refer such loans to farm land 
banks. 



































By OMAR H. WRIGHT 


President, Illinois Bankers Association, President, ; 
Second National Bank, Belvidere, Ill. 


In order to make a record such as 
this, it is necessary to be eternally 
watchful. The prices of listed seeur- 
ities of any sort are bound to vary 
from day to day. Still, listed secur- 
ities must ever be an important part 
of a bank’s investment policy, due to 
the fact that they can be so readily 
liquidated. 

If you will keep the first policy 
mentioned uppermost in your mind. 
as you develop a list of investments, 
you ought not to suffer any serious 
Of course, if you are care- 
less enough to invest in long-term 
bonds that have little or no markets 
from day to day, you may become 
panicky if prices start downward 
The result may be an unfortunate 
sale at a loss. 

But when you realize that short 
maturities are always available, and 
that there is no need to buy anything 
but listed bonds, or bonds with @ 
guaranteed daily market, you cat 
not find much of an exeuse for in- 
vesting in bonds that are in danger | 


losses. 
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of violent fluctuations in value. 

Naturally, in considering bonds 
we try to satisfy ourselves that the 
pasie security is not only safe today, 
but is likely to continue to be safe 
during the life of the bond. We also 
try to learn as much as we ean about 
the earning capacity of the issuing 
eoncern. If there is any doubt in 
our minds as to the possibility of this 
concern keeping up its earning 
record, we simply forget that issue 
and turn our minds toward issues on 
which there is no doubt. 

In giving consideration to this 
point, we have reached the conclu- 
sion not to invest in certain types of 
ponds. I do not want to mislead 
anyone into thinking that I believe 
that certain types should not be 
bought by banks. I simply mean to 
say that when there is any doubt in 
a banker’s mind as to the continuous 
earning capacity of an issuing com- 
pany, that he is wise to strike that 
bond from his list. 

We have, in recent years, had ex- 
perience with a certain type of bond, 
where the issue is often in excess of 
the sale value of the property. We 
have seen bonds of this type in de- 
fault. In faet, in our own city there 
are now 17 issues of this type in de- 
fault. 

There is another type of bond 
which we have decided not to include 
in our list. This one is based upon 
the earning capacity of rentable 
space. We are in doubt as to the 
continuous earnings of properties 
represented by this type of bond, at 
least in the locality from which most 
of such bonds are offered to us. 

While our opinion may be wrong, 
nevertheless, we feel that it is unwise 
to invest in anything regarding 
which we have the least doubt. 

There are so many different types 
of bonds that are perfectly safe and 
lack the fluctuating qualities pos- 
sessed by some, that there is no rea- 
son at all why any banker should 
take the dangerous risks that have 
been assumed by those who are now 
“‘soured’’ on this type of security. 

When our investments are in 
listed securities, we have the assur- 
ance of a daily market. That gives 
us liquidity. That also assumes that 
we are going to keep in touch with 
the daily market so that in ease the 
market appears to be moving toward 
a lower level we can immediately ad- 
just our holdings to avoid a serious 


loss. In this respect we get the ad- 








vice of our city correspondent or of | 


Readers will confer a favor by 


mentioning THE MAY, 1929 BANKERS MONTHLY when writing to our advertisers 








A NATIONAL CITY 
MAN CAN HELP YOU 


an 


.-e When your customers 


ask about 
securities 


- 


For any one of a score of reasons your bank 
may be called upon unexpectedly for infor- 
mation about the standing and market price 
of certain securities. If you need help in these 
emergencies, put through a call to The 
National City Company’s nearest branch 
office. An experienced investment service man 
who has our world-wide investment knowl- 
edge at his command, is an avenue through : 
which you should be able to secure the facts 

you wish. 





The National City Company 
National City Bank Building, New York 


Offices in more than 50 leading cities throughout the world 
BONDS + SHORT TERM NOTES + ACCEPTANCES 


A NEW BOOK 
BANK ADMINISTRATION 


By H. N. STRONCK 


We confidently believe this will be the most universally-used 
publication on banking yet written. 

It applies to all departments. 

It applies to all bankers. 

lt fits all sizes of banks. 

It shows how banks may reduce ex- 
penses and increase profits. 


These examinations have always resulted in suggestions for improving poli- 
cies and methods, and these suggestions, when followed, have greatly added 
to the profits of the institution. Orders will be accepted now for delivery upon 
publication. The price will be $5. Do not send any money with your order. 
Just ask to have your order entered for ‘«Bank Administration”’ by H. N. Stronck. 


RAND MCNALLY & COMPANY 


536 South Clark Street 


It is based upon the experience of 
Mr. Stronck’s organization in making 
private examinations of banks, both 
small and large, all over the United 
States. 


Chicago, Illinois 








SHORT 


































TERM INVESTMENTS FOR BANKS 





po. oBLIGATIONS of GM AC 
possess a degree of investment strength nationally 
recognized by a clientele of over seven thousand banks. 
G MAC paper is obtainable in convenient maturi- 
ties and denominations ~ at current discount rates. 


Our offering list will be mailed regularly upon request 


GENERAL Motors 
ACCEPTANCE CORPORATION 


OFFICES IN PRINCIPAL CITIES 


Executive Office -- BROADWAY at 57TH STREET - New York City 





CAPITAL, SURPLUS AND UNDIVIDED PROFITS OVER $65,000,000 








The New York Trust Company 


Capital, Surplus and Undivided 
Profits . . . . . $35,000,000 


INSURANCE TRUST CORPORATE TRUST 
PERSONAL TRUST 


I00 BROADWAY 
40TH STREET AND MADISON AVENUE 
5'7TH STREET AND FIFTH AVENUE 





HAVE received two issues of your good maga- 
zine and have a high opinion of your publica- 
tion. I might also add that the copies you have 
mailed to the employees here at the Texarkana 


National Bank have been enthusiastically received 


by them. 


C. FREY, JR. 


Texarkana National Bank, Texarkana, Texas 
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an investment banker from whom we | 
purchase. Thus we feel that we are ! 
taking no undue risk in purchasing | 
listed bonds. 

We also buy unlisted bonds that 
are guaranteed as to daily market by 
the house of issue. In this case, also, 
we are able to liquidate on q ! 
moment’s notice and we keep a daily 


Percentage By 
Types of Bonds 
In The Second 


National’s Portfolio 





POR heedsacisnasenaas 10% 

Municipal (strictly general 
obligations)............. 18% 
se 12% 
Federal Government....... 12% 
Collateral Trust. .......... 14% 
First Mortgage Real Estate .10% 
Ee er Ter, 24% 
100% 


watch on these holdings the same as 
on the others. 

We figure that it is a rather safe 
rule to avoid purchasing more than 
$5,000 worth of any one issue. This 
rule is probably applicable to a large 
number of banks. Metropolitan 
banks would undoubtedly have a 
larger unit. With this rule we are 
forced to diversification and, of 
course, that is one of the safety 
measures every bank must employ. 

We usually keep from 10 to 20% 
of our free money in commercial 
paper. This is of short maturity 
and has a daily market. 


We do not hesitate to put some of 
our free funds on call, when this is 
an advantage, as it has been in recent 
months. 

We try to avoid rediscounting. | 
think that our total loans at the 
Federal Reserve Bank last year were 
only about $28. 

All I have said probably indicates 
to you what is, in reality, the truth— 
we try to keep down the percentage 
of our local loans and discounts. 


While we fully appreciate the re | 


sponsibility of a bank to finance its 
community, we believe that sound 


banking comes first and responsibil- | 





of 
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as 


ity to the community second. We 
cannot be helpful to the community 
unless we run our bank so as to keep 
it safe. 

Over-lending on local account is 
certainly not a safety measure any 
more than over-investing in long- 
time; unlisted, securities. 

We have rather stringent rules 
with respect to local loans and this 
has the result of keeping our loans 
and discounts at a point where we 
experience a very low percentage of 
losses. 

While we are in a farming com- 
munity, we avoid, just as far as pos- 
sible, capital loans to farmers. We 
believe that the real purpose of the 
Federal Land Banks is to take care 
of such loans and unless there are 
some special circumstances which 
make it unwise to do so, we refer re- 
quests for such loans to the Federal 
Land Bank. 

By following these seven basic 
policies we have been able to keep 
our bank secure and to make a good 
return for its owners. 

And our bond account has been an 
important element in our earnings. 
That is why we believe in bonds and 
believe that bond investments should 
command an important part of the 
bank’s earning funds. 


How To Increase Mutually- 
Profitable Inter-bank 
Relations 


(Continued from page 19) 

wants known to the city bank. Usual- 
ly employees secured in this way have 
a training which brings outside ex- 
perience to the local institution that 
is very valuable. Sometimes too, the 
country bank has an employee who 
wishes to secure a position in a city 
bank, and so the city bank, in turn, 
can help. 


Help In Equipment Purchases 


The country banker, with a smaller 
expense budget, often needs to know 
the experience of a larger institution 
on the purchase of certain equip- 
ment, or he may wish to know where 
to secure certain supplies, forms, or 
devices. He can be helped always 


by referring the matter to his city 
bank, 


There are times when a city bank 
needs information regarding a local 
industry in a small town. The small 
town banker then has an oppor- 
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Sound Investments 
For Banks Taking Advantage of Present Bond Prices 


Approximate 
Maturity Yield 


Delaware Power & Light Company 1/1/69 4.80% 


First Mortgage 442s 


Cumberland County Power &LightCo. 6/1/56 4.87% 


First Mortgage 4¥2s 
Penn Central Light & Power Co. 11/1/77 4.88% 


First Mortgage 442s 


Northwestern PublicServiceCompany 1/1/57 5.31% 


First Mortgage 5s 


North Penn Gas Company 5/1/57 5.50% 


First Mortgage @ Lien 5¥/s 


Washington Gas & Electric Co. 1/1/53 5.73% 


First Mortgage 5¥2s 


National Electric Power Company 1/1/78 5.72% 


Secured Debenture 5s 


Delaware Electric Power Company 1/1/59 5.75% 


Debenture 52s 


Iowa Public Service Company 3/1/68 5.92% 


Debenture 5s 


Morrison Hotel (Chicago) 6/1/48 5.98% 


First Mortgage Leasehold 52s 


Miller and Hart, Inc. 7/1/43 6.00% 


Debenture 6s 


Pennsylvania Gas & Electric Corp. 3/1/76 6.02% 


Debenture 6s 


American Community Power Company 7/1/53 6.107% 


Secured Debenture 5/25 


Michigan Fuel and Light Company 6/1/50 6.13% 


First Mortgage 6s 


North American Gas & Electric Co. 1/1/44 6.15% 
Debenture 6s, WW 


Gerlach-Barklow Company 2/1/44 6.20% 


Debenture 6s 


Keystone Telephone Company (Phila.) 6/1/55 6.25% 


First Lien @ Refunding 512s 


Baxter Laundries, Inc. 1/1/38 6.50% 
Firse Mege. & Col. Trust 625 


These ‘bonds are offered with a Bank Discount, 
Subject to Prior Sale and Change in Price. 


Further details will be gladly furnished on request 


AC.ALLYN*“» COMPANY 


INCORPORATED 
Investment Securities 


67 West Monroe Street, Chicago 


New York Boston Philadelphia Detroit 
Milwaukee St. Louis Minneapolis San Francisco 


| ee me compliment you on the excellent magazine which 
you are editing. In a conversation with our president, 
Mr. Boushall, he stated that THE BANKERS MONTHLY 
is one of the outstanding, if not the foremost of its type, 
published in this country. To augment this compliment, I 
wish to inform you that since I have become connected 
with this bank, I have been following most closely the con- 
tents of your magazine, and I have already derived a great 
amount of assistance from your articles. 


CLARENCE FORD, JR. 


Assistant Cashier, The Morris Plan Bank, Richmond, Va. 

































Your Representative 








— in St. Lowis ~ 


Ww you need to employ the banking or collec- 
tion facilities of a St. Louis institution, call on the 


National Bank of Commerce in St. Louis for service. 


Seven distinct 
departments 
built for service: 
















Banks in all parts of the United States have found they 


obtain from us a thorough covering of the St. Louis Commercial 


Area through a well-organized credit department and . 
™ pyaar Savings 
a capable investment subsidiary. 


Trust 





RESOURCES NEARLY $100,000,000 


The 


National Bank of Commerce 


and in St.Louis 


Federal Commerce Trust 


BROADWAY 


Investment 






Foreign 
Credit 


Safe Deposit 
OLIVE TO PINE 












Where the small 


details are as 1m- 
portant as the big 


a ie 


transactions 


FVLTON 


NATIONAL BANK 


ot Atlanta 








What A Depositor May Do For His Bank 


UR subscribers read the editorial with this heading some 
time ago, and many of them asked for reprints of the article 
for distribution among bank customers. One banker has now 
suggested a method of distribution that may remove the objec- 
tions some bankers had to asking depositors to do work for the 
bank. His suggestion is that these reprints be laid on the counter 
so that the customer can pick up one of his own accord. In this 
way, there is no danger of his feeling that the bank is asking him 
to help get new customers for it. 


A sample reprint will be sent upon request, or quantities may 


be purchased at 2c each. Just address The Editor, BANKERS 
MONTHLY, 536 South Clark St., Chicago. 
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tunity to repay the city bank fo, 
some of its favors to him. In retury, 
city banks are always glad to hayo 
local bankers refer visitors to the 
city to them, and information of 
almost any type is supplied. Thp 
visitor always appreciates a service 
such as this, and searcely ever fails 
to tell the country banker of the 
splendid treatment he received. 

By keeping these various services 
in mind, all banks can develop a closer 
cooperation that will have an impor. 
tant influence on the general ip. 
provement in banking. 


Thayer Becomes Director of 
Central Trust Co. 


The final chapter in the consolidatio 
of The Bank of America, Chicago, with 
Central Trust Co. of Illinois was com 
pleted April 22, when the enlarged Central 
Trust Co. opened for business in ney 
quarters at 208 South La Salle Street. 

Every man and 
woman on the staff 
of the two uniting 
offices was retained 
when their business 
was combined. Ir 
addition, Chieag 
Safe Deposit (Co. 
affiliated with Cen- 
tral Trust, pur 
chased the business 
of the Continental 
National Safe De- 
posit Company, 
which had been located at 208 South La 
Salle, and retained and em 
ployees. 

Eugene V. R. Thayer, prominent New 
York financier, was recently elected a diree- 
tor and chairman of the executive committee 
of the Central Trust Co. of Illinois. Mr 
Thayer was president of the Chase Na 
tional Bank, New York, from September 
1917 to April 1921. 

C. Howard Marfield, formerly president 
of the Bank of America, was elected chair 
man of the discount committee and vic 
president. 

James G. Alexander will continue 4s 
executive vice president, in addition to 
which he is scheduled to become president 
of the Central Securities Co., the invest 
ment organization of the consolidated 
banks. 

In addition to the above men, the rank 
ing officials of Central Trust Company in- 
clude: Charles G. Dawes, chairman of the 
board; Joseph E. Otis, president; M. EF. 
Greenebaum vice chairman of the board; 
Edwin F. Mack, vice president and chair 


way 





Eugene V. R. Thayer 


its officers 


man of the advisory committee, and 
William R. Dawes, vice president. 
Central Trust Co. now is the fourth 


largest bank in Chicago, with only the 
Continental Illinois, the First National and 
the First Trust and Savings Bank er 
ceeding it in size. It has capital stock 
of $10,500,000, surplus of $7,500,000, de- 
posits of $128,000,000 and resources of 
$160,000,000. 





for 


ils 


th 


First Bank Stock Investment 
Co. Is Organized 


Organization of one of the strongest 
fnaneial institutions in the Northwest to 
banks throughout the 
Ninth Federal Reserve District, was re 
a ntly announced by L. E. Wakefield, 
president of the First National Bank in 
Minneapolis, and R. C. Lilly, president of 
the First National Bank of St. Paul. 

The new corporation, to be known as the 
First Bank Stock Investment Co., will be 
owned jointly by these two Minneapolis 
and St. Paul institutions, which have total 
resources of approximately $275,000,000. 

George H. Prince, chairman of the First 
National Bank of St. Paul, will be chair 
nan of the board of the new,corporation. 
Paul J. Leeman, vice president of the First 
Bank of Minneapolis, will be 


own and operate 


National 
president. 


Bank of Italy Promotes 
Officers 


Appointment of H. R. Erkes, vice presi 
dent of the Bank of Italy, San Francisco 
to sueeeed L. M. MacDonald as chairman 
of the board of management, Los Angeles 
division of the Bank of Italy has been 
announced. 

R. E. Trengove, vice president, has been 
selected as chairman of the finance com- 
mittee, with W. E. Benz, vice president, as 
viee chairman. W. J. Braunschweiger, vice 
president, becomes manager of the Los 
Angeles main office, while W. A. Bonynge, 
vice president, assumes the chairmanship of 
the central mortgage loan department. 
Both Messrs. Braunschweiger and Bonynge 
will retain their offices as vice chairmen 
of the board of management. 

‘*We are particularly pleased’’ said 
Orra E. Monnette, vice chairman of the 
board of directors, ‘‘that the larger respon- 
sibilities represented by these appointments 
fall upon the shoulders of men who are 
promoted within our own organization.’’ 





10-Ton Vault Door Routed 
Around River 


A vault door, so heavy that it could not 
be hauled across any of the bridges span- 
ning the Chicago river, recently con- 
fronted the Foreman National Bank with 
a unique problem. 

The door, which weighed 40 tons, was 
constructed at Hamilton, Ohio and was 
shipped into Chicago to the railroad switch- 
yard nearest the new 40-story building 
which was across the river. Permit to 
haul it over a bridge was refused on the 
ground that no bridge in the city was 
strong enough to sustain the tremendous 
weight of the vault portal. 

It was necessary to ship the door out of 
the city and bring it in again on a railroad 
which ran into a switch-yard on the south 
side of the city. From this point it was 
hauled to the building—but not over a 
bridge. 


Bank advertising, like charity, 
should begin at home.—Mary B. 
Reeves, 














MopDERNIZE 


Banking competition these days is just as inten- 
sive as in commercial lines. @.The bank which 
offers its customers something new, novel, unique 
and yet sane and sound is a step ahead. @ The 
Yale & Towne Mfg. Co. Plan of Vault Operation 
will place your bank a step ahead. It has a dis- 
tinctive appeal to your customers. It is compul- 
sory for them to first handle the key to the safe 
deposit box they select. The custodian never. 
handles the keys— in fact the location of the keys 
is secret until the boxes are rented—and no one 
but the customer can handle them. @ There is a 
sturdy fibre envelope and a metal eye that sees 
that the customer gets the keys first. @ Naturally, 
the plan has a complete system of records whereby 
The Yale & Towne: Manufacturing Co. can sub- 
stantiate the vault records at all times. @ That 
means modern protection for everyone concerned 
in the transaction. Send today for booklet: “Yale 
Sealed Key Safe Deposit Locks.” Step ahead of 
your competitors. 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U.S.A. 














CANNOT refrain from telling you that, in my opinion, 

the April 1929 issue of your good magazine, just received, 
contains an unusual number of most interesting and helpful 
articles. 

I feel certain that if those banks which are finding it 
dificult to meet the changing conditions surrounding bank 
operation, would give careful attention to the study of such 
articles as you are presenting and then act upon the advice con- 
tained therein, they would witness most satisfactory results. 

I therefore feel that you and your associates are to be 
commended for the type of publication you are giving your 
clients. 


IRVING J. GREEN 


President, The First National Bank, Davenport, Ia. 
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Merger of Liberty Central and 
First National Completed 


The physical merger of the Liberty Cen- 
tral Trust Co. in St. Louis with the First 
National Bank in St. Louis, was com- 
pleted Saturday March 23, in the First 
National Bank Building, Broadway, Locust 
and Olive, as St. Louis’ largest bank with 
capital, surplus and undivided profits of 
$20,000,000 and resources over $190,000,- 
000. The name, First National Bank, was 
retained and the two merged banks were 
ready to serve the public Monday, March 
25, as one institution. 

The merger also united in the board of 
directors, 59 prominent men whose leader- 
ship in business and finance has won wide 
recognition, making it one of the largest 
and strongest Bank Directorates in the 
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Country. F. O. Watts, chairman of the 
board will head the large Directorate. 
Felix E. Gunter, formerly president of the 
Liberty Central has been made vice chair- 
man of the board, and Walter W. Smith, 
president of the Bank. 


Hanover National and Central 
Union Trust Merge 


The directors of the Hanover National 
Bank and the trustees of Central Union 
Trust Co. of New York at their meetings 
have voted to recommend to the stock- 
holders, subject to the approval of the 
Superintendent of Banks of the State of 
New York, that the two institutions be 
merged under the Trust Company’s charter. 
The consolidation will result in a company 
having capital, surplus and undivided 





NIVERSARY YEAR 





A MONUMENT 
TO 125 YEARS OF BANKING SERVICE 
WITH A VISION INTO THE FUTURE 


For a century and a quarter this Bank has consistently 
afforded its customers a type of banking service dedi- 


cated to the progress of industry and commerce. 

The new home of the National Newark & Essex 
Banking Company is a symbol of the forward-looking 
spirit which characterizes this institution. 


NATIONAL NEWARK AND ESSEX 


BANKING COMPANY 
Established 1804 


BROAD AT CLINTON STREETS 
IRONBOUND OFFICE — FERRY AT VAN BUREN STREETS 
NEWARK, N. J. 
(an me 


64 





profits of approximately  $100,000,009, 
The combined net deposits of the two jp. 
stitutions are approximately $400,000,000, 

William Woodward, who has been pregj. 
dent of the Hanover National Bank sgineg 
1910, will be chairman of the board, 
George W. Davison, who has been president 
of Central Union Trust Co. of New York 
since 1919, will be president of the mergeq 
company. The official and clerical organ. 
izations of both institutions will be retained 
and the board of directors of Hanover 
National Bank and the board of trustees 
of Central Union Trust Co. of New York 
will be combined. 

THE NASSAU NATIONAL BANK of 
Brooklyn will soon merge with the Bank 
of America, New York. 





Security-First National of 
L. A. Opens For Business 


Taking rank as the eighth largest bank 
in the United States, a $600,000,000 insti- 
tution recently came into existence under 
the name, Security-First National Bank of 
Los Angeles. It represents a merger of 
the Los Angeles-First National Trust & 
savings Bank and the Security Trust & 
Savings Bank, two of the oldest and largest 
banks in California. 





H. M. ROBINSON J. F. SARTORI 


J. F. Sartori, formerly president of the 
Security, is president of the bank and 
chairman of its executive committee. 
Henry M. Robinson, formerly president of 
the First National, is chairman of the 
board. 


Having a total capital account of $50, 
000,000 the new bank takes its place well 
toward the top of the giant banking insti: 
tutions which are the out-growth of the 
tendency toward consolidation apparent in 
financial circles throughout the country. 
The bank operates in communities extend: 
ing from San Luis Obispo and Fresno to 
the Imperial Valley. 

Formation of the Security-First Na 
tional Co. as the investment arm of the 
new institution has been effected. It has 
a capital account of $6,000,000 and is 
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owned beneficially by the shareholders of | 


the new bank. 
over the bond and securities business for- 
merly conducted by the Security Co. and 
the First Securities Co., investment sub 
sidiaries of the consolidating banks. How- 
ever, both of the old investment subsidiaries 
will remain in existence to act as holding 
companies for the surplus assets of each 
bank. These assets will be retained by 
them for five years to guarantee on each 


side the assets contributed by each to the | 


consolidated bank. 
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National City Merges And 
Elects New Officers 


The National City Bank of New York 
will absorb the Farmers’ Loan & Trust 
Co. according to announcement recently 
made by Charles E. Mitchell, newly elected 
chairman of the board. 





CHARLES E. MITCHELL 


The name of the trust company will 
probably be changed to City Bank-Farmers 
Trust Co. It will devote itself entirely to 
administration of trusts, taking over, as 
far as practicable, the trust business of 
the National City Bank. The commercial 
banking business of the trust company will 
be taken over by the bank. 

Stockholders of the trust company will 
receive, when all necessary steps have been 
completed, five shares of stock of the 
National City Bank for each share of stock 
in the trust company. This will result 
in an increase in the capital of the bank 
from $100,000,000 to $110,000,000. It is 
planned that the trust company will have 
a capital of $10,000,000 and a surplus of 
the same amount. 

Charles E. Mitchell, now chairman of 
the board of the National City, was 
made chairman of the bank and of the 
National City Co., as well as of the trust 





Gordon S. Rentschler Hugh B. Baker 


company. Gordon S. Rentschler was 
elected president of the bank; he has been 
vice president and assistant to the presi- 
dent since 1925. Hugh B. Baker, vice 
president of the National City Co. since 
1917, has been made president of the 
company and a director of the bank. 
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NEED 
ENVELOPES? Ez a 


CG 


HECO ENVELOPE CO. 
4500 CORTLAND STREET 
CHICAGO 





Graham Anderson Probst & White, Architects 
E. O. Strauss & Son, Vaule Engineers 


And in the Northwestern 
National Bank —S &G Locks 


Here again, after a most exacting comparison of all available 
equipment, Sargent & Greenleaf Secret Key Changing Sealed 
Key Safe Deposit Locks were selected for one of the largest 
banks in the country, the Northwestern National Bank of 
Minneapolis, Minnesota. 


Sargent & Greenleaf Inc. 


ROCHESTER NEW YORK 













Sargent & Greenleaf Inc. 
Rochester, N. Y. 


(C Please send me a working model of the S&G Secret Key 
Changing Sealed Key Safe Deposit Lock. 


(CO Please send me complete information about S&G Locks. 
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Guaranty Trust Company 
of New York 


140 Broadway 










LONDON PARIS BRUSSELS LIVERPOOL HAVRE ANTWERP 
Condensed Statement, March 22, 1929 


RESOURCES 























Cash on Hand, in Federal Reserve Bank 


and Due from Banks and Bankers......... $171,031,148.15 
U. S. Government Bonds and Certificates.... 75,558,497.66 
Pe IN 3 Socks kW ekas SERS8 RWwaS 7,365,759.22 
Ce NS ed as wick sat eh aers 21,767,078.93 
Loans and Bills Purchased .................. 457 304,383.21 
Real Estate Bonds and Mortgages......... 327,976.66 
Items in Transit with Foreign Branches..... 8,276,114.39 
Credits Granted on Acceptances............. 86,854,137.54 
NR coc cs chiles oad ae eed ee Keaeh re ee 9,675,655.75 


Accrued Interest and Accounts Receivable... 8,327,996.24 


$846,488,747.75 


LIABILITIES 


PN cs ve pecs ndnceideeeany 
Undivided Profits............. 





$105,078,324.08 
1,445,000.00 





Accrued Dividend...... 


NR ios wen ends secs edniteareu 624,965.00 
ee II. Gh eck ne ce seu csues Saiaid Mime eh 3,000,000.00 
Accrued Interest, Reserve for Taxes, etc...... 9,643,930.99 
EE eee Te ee ee 86,854,137.54 
SS ais clic pawe wee enlewn $600,589,620.35 
Outstanding Checks......... 39,252,769.79 
- 639,842,390.14 
$846,488,747.75 








ENJOY reading THE BANKERS MONTHLY and 
find it helpful and constructive. 
Remittance for the volume “How Banks Increase 


Their Business” will follow shortly. 


B. S. WOODWORTH 


Asst. Secretary, First Minneapolis Trust Co., 
Minneapolis, Minn. 
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Mr. Mitchell was elected chairman of 
the trust company, and James H. Perkins, 
president of the Farmers Loan & Trust 
continues as its president and has become 
a director of the bank. All present officers 
and the entire organization of the trust 
company are retained and are supple. 
mented by the personnel of the trust de. 
partment of the bank. 


U. of I. Prof. Joins T. Harris 


Smith Asso. 


Announcement has just been made of the 
appointment of C. H. Fernald, formerly 
professor of advertising in the College of 
Commerce of the University of Illinois, as 
head of the educational department of T. 
Harris Smith Associates, Inc., Chicago and 
Philadelphia. 

In Mr. Fernald’s new connection, he 
will have direct supervision of all sales 
talks made by the T. Harris Smith organ. 
ization in connection with the new business 
eampaigns for bankers in which that or- 
ganization has specialized for the past sia 
and one-half years. 


After May Ist, Mr. Fernald will be 
associated with the recently established 
Philadelphia office of T. Harris Smith As- 
sociates, Inc., in the Fidelity-Philadelphia 
Trust Building. 


Branches Have New Names 


The branches of the Security Trust & 
Savings Bank of Los Angeles and of the 
Los Angeles-First Trust & Savings Bank 
of Los Angeles are now known as branches 
of the merger of these two banks under 
the new name Security First National 
Bank of Los Angeles in the following 
cities: 


Alhambra 
Altadena 
Avalon 


Lynwood 
Moneta 
Monrovia 
Montebello 
Montrose 

North Hollywood 
Ocean Park 


Belvedere Gardens 

Los Angeles P. O. 
Beverly Hills 
Brawley 


Brentwood Heights Oxnard 
(Sawtelle P. O.) 
Palms (Los 


Burbank wa. Gap 
Calipatria 


Angeles 


Pasadena 
Carpenteria Porterville 
Coalinga Redlands 


Compton San Fernando 


San Luis Obispo 
San Pedro 
Santa Ana 
Santa Barbara 
Santa Maria 


Culver City 
Dinuba 

El Centro 
Exeter 
Fillmore 


ss , 
Fresno Santa Monica 
Fullerton Santa Paula 
Glendale 


Saticoy 

Sawtelle 

South Pasadena 
Strathmore 
Tulare 


Guadalupe 

Hanford 

Hollywood 
Huntington Beach 
Huntington Park 


Van Nuys 
Inglewood 


Venice 
Lennox pasa 
Lindsay isalia 
Lompoc Westmoreland 


Whittier 
Wilmington 


Long Beach 
Los Angeles 





Expenses can be controlled. 


when writing to our advertisers 
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Milwaukee Co. Elects Robinson 


Vice President 


Philip K. Robinson, well known in mid 


western banking eireles, has been elected | 


a vice president of The Milwaukee Co., Mil- 
waukee, Wisconsin, according to an an 
nouncement made by Willits Pollock, presi 
dent of the Company. 





PHILIP K. ROBINSON 
Vice President, The Milwaukee Co. 


Upon completion of his university 
work in 1920, Mr. Robinson came to Mil- 
waukee and joined the staff of Morris F. 
Fox & Company. He remained with Mor- 
ris Fox until making the present connection 
with the Milwaukee Company. 





Spokane Banks Form 


$30,000,000 Merger 


Merger of the control of the Fidelity 
National Bank with the Old National Bank 
and Union Trust Co., interests and the or- 
ganization of a national savings bank in 
the Marble Bank building, the home of 
the Fidelity National Bank, was announced 
in Spokane, Wash., recently by the boards 
of directors of the two institutions. The 
merger consolidates resources of more than 
$30,000,000. 

The new bank, while bearing the name 
of a national savings bank, will continue 
both the commercial banking and savings 
business of the Fidelity. 


Mississippi Valley Company 
Organized 


It has been announced by The Mississippi 
Valley Trust Co. of St. Louis that the Mis- 
sissippi Valley Co., a new corporation, will 
take over the business and activities of the 
bond department, mortgage loan depart- 
ment, and special tax department of the 
trust company. 

The new organization will have a paid-in 
capital of $1,000,000. The officers 
will be: John R. Longmire, president; 
Benj. F. Frick, Jr., vice president; Samuel 
B. Blair, vice president; Edgar L. Roy, 
treasurer; James F. Quigg, secretary. 
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Your Representative 





‘ CONNECTION with this old progressive | 
bank is equivalent to having your own 
representative in Chicago. Your business here will 
be handled with an understanding born of fifty 
years of experience. | 


Banks and bankers are invited to investigate our | 
complete facilities for the dispatch of all types of 
out-of-town items. Inquiries will receive the 
prompt attention of executive officers. 






Oscar H. Haucan 
Chairman of the Board 


Leroy A. Gopparp 
Vice-Chairman 


Wa ter W. Heap Wa ter J. Cox 
President Executive Vice-President 


State Bank of Chicago 


A Trust Company 
LA SALLE AND MONROE STREETS 
Member Federal Reserve System 

























CapitaLt, Surptus AND Unpivipep Prorits Over $13,700,000 











AM wondering if it would be possible for you 

to send me two or three copies of the issue of 
THE BANKERS MONTHLY which contains the 
article about the brass plate. I have had letters 
about this from all over the United States. 


W. S. GUILFORD 


Trust Department, The California National Bank, 
Sacramento, Cal. 














































Banks Reported Closed 


Arkansas 
Ozark—Arkansas Valley 
California 
Bloomington—Bank of America of Cal- 
ifornia, Bloomington Branch 


Florida 
Avon Park—Avon Park State 
Avon Park—First National 
Bocagrande—State Bank of Bocagrande 
Punta Gorda—First National 
Stuart—Seminole 
Stuart—Stuart Bank & Trust Co. 
Wauchula—Bank of Wauchula 
Wauchula—Carlton National 
Wauchula—Hardee County 
Georgia 
Alma—Holt Banking Co. 
Avera—Holt Banking Co. 
Bartow—Holt Banking Co. 
Bremen—Bank of Bremen 
Cobbtown—Holt Banking Co. 
Davisboro—Holt Banking Co. 
Eastman—Citizens Banking Co. 
Eatonton—Middle Georgia 
Harrison—Holt Banking Co. 
Ludowici—Holt Banking Co. 
Mansfield—Holt Banking Co. 
Midville—Holt Banking Co. 
Register—Holt Banking Co. 
Rocky Ford—Holt Banking Co. 
Sandersville—First National 
Sharpsburg—Sharpsburg Banking Co. 
(Voluntary Liquidation) 
Uvalda—Mt. Vernon (Branch) 
Warthen—Holt Banking Co. 


Illinois 


Cabery—Cabery State (Liquidated 


NATIONAL 
PROVINCIAL 
BANK 
LIMITED 


Total Resources: 


Over $1 550,000,000 


Head Office: 


15, BISHOPSGATE, LONDON, E.C. 2 


UNION BANK OFFICE: 
Princes Street, London, E. C. 2 


OVER 1250 OFFICES 


The Bank offers 
SPECIAL FACILITIES 


for the Conduct of the Accounts of 


OVERSEAS BANKS 


AFFILIATED BANKS: 


COUTTS & CO. 
GRINDLAY & CO., LTD. 





through Farmers State) 
Chebanse—Bank of Chabense 
Mahomet—Mahomet State 
Raymond—Raymond State Bank 
(Liquidated through First National) 
Indiana 
Hymera—Hymera State 
Iowa 
Conesville—Conesville Savings 
Froy Mills—Farmers Savings 
Melvin—First National 
Rockford—First National 


Louisiana 
Port Barre—Opelonsas-St. Landry Bank 
& Trust Co. (Branch of Opelonsas, 
La.) 
Minnesota 
Erskine—First National 


Faribault—Farmers & Merchants State 

Georgetown—State Bank of Georgetown 
Mississippi 

Isola—Isola State Bank 

Natchez—Bank of Commerce 

Natchez—Peoples Savings 


Missouri 
Benton—Bank of Benton (Liquidating) 
Boonville—Farmers Trust Co. 
Jerico Springs—Peoples 


Montana 


Denton—First National 


Gallatin Gateway—Gallatin Gateway 
State (Liquidating) 

Nebraska 

Winnetoon—First State (In Receiver. 
ship) 


North Carolina 
Kenly—Bank of Kenly 
Kinston—Peoples 
North Dakota 
Larimore—National Bank of Larimore 
Ludden—First State Bank 
Rolla—Farmers & Merchants 
Sheyenne—Farmers & Merchants 
Ohio 
West Alexandria 
Oklahoma 
Bixby—First National 
Locust Grove—First State 
Oregon 
LeGrande—Equitable Savings (In 
Voluntary Liquidation) 
South Carolina 
Brunson—First National 
Gilbert—Bank of Gilbert 
Mayesville—Bank of Mayesville 
Pelion—Bank of Pelion 
Tennessee 
Como—Farmers & Merchants 
Texas 


Coddo—First National (Liquidating) 
(Continued on page 69 


-First National 


NEW BANKS REPORTED IN PROCESS OF ORGANIZATION 


7 state banks—19 national banks 


State & Town 





SURPLUS & 





NAME OF BANK CaPITAL Provirs CORRESPONDENT 
California 
Arcadia Arcadia National $50,000}.......... W. L. D. Brown 
Bloomington First National ere Lester T. Miller, Box 8 
Florida | 
Moore Haven First National ee W. C. Greening 
ois 
Chicago Heights Citizens National ee Thomas G. Deering, 208 S. La 
' | Salle, Chicago, Ill 
Indiana } 
Bloomington PMI: nin “Secs denewweens oath eeeel taneabewe eens 
(Branch of Evansville) | 
Bluffton First National Bank & Trust} DEO eo vctcxeres Fred Potthoff 
Co. in Bluffton | 
Bluffton Lincoln National Bank &| ie Chas. H. Buesching, care of 
Trust Co. Lincoln National Bank & Trust 
" Co., Ft. Wayne, Ind. 
Ft. Wayne East Side State 25,000 GREGG) oc cv cnccnesvtccess seasceess 
(Maumee Ave.) | 
Iowa 
Lineville Lineville State | 2,500 5,000 Harvey C. Duncan, Pres 
Louisiana | 
Thibodaux National Bank of Thibodaux! GE shvnuseene Dr. J. J. Sanos 
Mississippi 
Lexington First National | Bee bseksovnss W. O. Barrett 
Missouri 
St. Louis Plaza National ee J. W. Reinholdt, Jr., 727 Boat- 
mens Bank Bldg. 
New York 
Buffalo Niagara National ER Charles I. Martina, 1109 Liberty 
Bank, Buffalo 
Bayside National Bank of Bayside in reer J. Wilson Dayton, 4111 Bell Ave., 
(BoroughofQueens); New York Bayside, N. Y. 
New York Washington Square National | eee Jno. S. Scully, 1151 Broadway, 
New York City 
Syracuse _ Lincoln National . , ere Clarence R. King 
White Plains National City | ane Morris Popper, 440 South Lexing- 
| ton Ave. 
Yorktown Yorktown Heights National errr ry Mortimer F. Mekeel 
Heights | 
Oregon , 
Portland Central National 200,000 20,000 J. C. Ainsworth, Pres. United 
| States National Bank to be 
| president 
Pennsylvania 
Bethlehem a EE SCC, Lene eee R. C. Mauch, 4th & Bradhead, 
Bethlehem, Pa. , 
Philadelphia Adelphi Bank & Trust Co. 1,000,000 | Surplus M. F. Middleton, Jr., Pres. Phila- 
750,000 delphia Stock Exchange, Chair 
Profits man of Committee 
2. ’ 
Tennessee 
Finger First National See L. A. Weaver 
Texas } 
Converse Air Corps National MN 66 sh caeees J. E. Brinkmeyer, care of Sam 
Houston, State Bank & Trust 
Co., San Antonio, Texas 
Frisco First State | ee ere M. C. Parrish, Pres. 
West Virginia 
Harrisville Union Bank errr re W. H. Westfall, Pres. 
— of } 
anama 
Panama City First National Bank & Trust).......ccc)eccccccces Dr. Belisario (ex-Pres. of Panama) 


__Co. of Panama 





is organizing 
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Washington 
Farmington—Bank of Farmington 
Rockford—Rockford State 

West Virginia 
Buckhannon—Peoples Bank of West 

Virginia 


Wisconsin 
Seandinavia—Bank of Scandinavia 


Trade With Siberia 


(Continued from page 16) 

States, the fur industry, the fisheries, 
and the agricultural products, all 
included in the Soviet plan for ex- 
pansion, will soon seek ‘outlets in 
California, Oregon, and Washing- 
ton, and the returns from such sales 
should tend to benefit the Pacific 
Coast banker to a tremendous ex- 
tent. 

The influence of Siberian prod- 
ucts, once the new producing units 
are in operation, will be felt through- 
out the entire Pacific Littoral area. 
It promises to be an interesting ex- 
periment in sales efficiency as ap- 
plied to products not advertised to 
the extent of those produced in the 
United States. 

There is a phase to the Siberian 
products which probably does not 
apply to those of many other coun- 
tries at this time. The greater sales 
in the Pacifie Littoral which are 
made of the new Siberian products 
will result in greater purchases for 
several years to come. This is due 
mainly to the plan of the Commissars 
to carry out an extensive state of 
mining and industrial development 
during the next five years. 


Inasmuch as the Pacific states 
of America are logically in a posi- 
tion to furnish the bulk of all ma- 
chinery and equipment needed for 
that development program, it poten- 
tially promises inereased earnings to 
the American banks which now pre- 
pare to secure and handle the busi- 
ness. 


M. Troyanovsky, Plenipotentiary 
Representative of the Soviet Govern- 
ment, stationed at Tokyo, Japan, 
holds an enthusiastic viewpoint of 
the next five years, and of Siberia’s 
influence on Pacific trade as one 
of the greatest commercial periods 
the world has ever ‘known. 


MORTON A. LEE was recently elected 
assistant trust officer of the First Wiscon- 
sin Trust Co., Milwaukee, Wis. For the 
past two years he has been associated with 
Otjen and Otjen, attorneys. 
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Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic services as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over goo of its own branches in England and re- 
presentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
Brussels offices of the Westminster Foreign Bank) 
for specialised service in credits, collections, 
exchange, and all the ramifications of commercial 
finance. Banking houses wishing to establish 
a London connection“are invited to 
communicate with the 
Manager 


WESTMINSTER BANK 


LIMITED 
Foreign Branch: 82 Cornhill, London, or 


NewYork Representative:C. M. Parker,68 William St 





N'Z 
NATIONAL BANK of 
NEW ZEALAND Ltd. 


HEAD OFFICE: 


8 MOORGATE, LONDON, E. C. 2 
Chief Office in New Zealand :-WELLINGTON 


BRANCHES and AGENCIES THROUGHOUT NEW ZEALAND. 
CORRESPONDENTS IN ALL PARTS OF THE WORLD. 


Authorised & Subscribed Capital 

Paid-up Capital 

Reserve Fund & Undivided Profits $10,878,845 
$20,878,845 


The Bank issues DRAFTS and LETTERS OF CREDIT, makes Mail 
and Telegraphic Transfers, opens Current Accounts, negociates and 
collects Bills of Exchange, and conducts every other description of 
banking business with New Zealand. 




































































CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


7 consolidations; 13 successions; 24 mergers; 9 taken over; 9 title changes; 
7 purchases; 2 absorptions; 2 conversions; 1] reorganization. 


SURPLUS & 


State & Town PRESENT NAME ForMER NAME How CuHancep = CapiraL ProFirs PRESIDENT CASHIER 
Arkansas 
Dermott Exchange Bank & Trust Co. Bank of Dermott taken over Merger $75,000 $25,256 C. R. Bates S. G. Lockhart 
by Dermott State Bank 
and then merged with 
Exchange Bank & Trust Co 
De Witt DeWitt Bank & Trust Co. Home Bank Succeeds 50,000 35,000 L. R. Myers Tom Davis 
California See item on another page lis ting the branches of the mer ged Security Trus t and Savin gs Bank of Los Angeles and ofthe Los  Angeles- 
First National Trust and Savings Bank) ‘ 
Colorado 
Las Animas First National Commercial Bank Taken over 50,000 18,340 John McIntosh John W. Rawlings 
Georgia } 
McRae Merchants & Citizens Citizens Bank and Merchants Merger 50,000 45,7780. F. McRae O. F. MeRae 
Bank 
Metter Bank of Candler Co. Citizens Bank Merger 25,000 46,240 T. H. Kirkland P. K. Collins 
Illinois 
Chicago Continental Illinois Bank & Continental National Bank & Merger 75,000,000)... oc ccces Eugene M. Stevens R. G. Danielson f 
Trust Co. Trust Co. and Illinois Mer- 
chants Trust Co. 
Chicago First National Bank Cn Eee a OY OO: bcc cascantcsad steed tlenpee inde eaccseselineeseu 
National 
Chicago First Union Trust & Savings Union Trust Co. and First Consolidation «=... 2. ee ce eee ee cece eee eee eeeees 
Trust & Savings 
Pawnee Pawnee State State Bank of Pawnee Succeeds 50,000 2,580 W. H. Shaw I. P. Davenport ' 
Martinsville First National Citizens National Absorbed 100,000 107,350 W. A. Kennedy M. R. Wilson 
‘ Uniondale Bank of Uniondale State Bank of Uniondale Succeeds PO a vd vuseaes C. R. Lipkey J. A. Brickley 
owa 
Allison State Bank of Allison Iowa Trust & Savings ae.  j.§ Kiveiwamaaceteas @ Seca 0. L. Whitlatch Ern Speedy 
Maxwell State Bank of Maxwell Commercial Bank Peis fone nucdlans MhbeKesiediabdeetbenes teslasues alate 
Kansas 
Augusta First National G. W. Brown & Son State Merger 75,000 25,000 F. H. Penley W. A. Penley 
Richmond Peoples National First National Merger 25,000 5,000 D. R. Sisler J. D. Adam 
Topeka Citizens State Shawnee State Merger 50,000 39,540J. H. Edmondson H. P. Betzer 
Wamego Kaw Valley State & Savings Wamego State et |  #$$ ‘Hiws ewes eal nemalawants laura ease Sars : 
Winchester Bank of Winchester Citizens State Merger 25,000 5,600 J. R. Smith G. W. McConnell 
Kentucky 
Lexington First National Bank & Trust Phoenix National Bank & Merger 1,000,0000 1,157,702 W. H. Courtney J. M. Sellers 
Co. Trust Co. and First & City 
National , 
Morganfield Peoples Union County Bank Peoples Bank & Trust Co. Merger 75,000 103,377 J. K. Waller L. B. Waller 
& Trust Co. and Union County Bank & 
Trust Co. 
Louisiana 
Metairie Ridge Metairie Bank Gretna Trust & Savings Merger 50,000 12,200 J. P. Butler L. D. Barrett 
(New Orleans P.O.) 
6 
Wilton Wilton Trust Co. Ts ce cry 636) ilté«CN a dee laa eWaleclisereeenkcesen Cealaeeemeen 
Maryland 
Baltimore Baltimore Trust Co. De. Tan De Cee i leh eee idede lipscieccnsliveddetacesesdcccleeneeees 
Maryland 
Michigan 
Ecorse Peoples Wayne County Ecorse State a ne Cee ea Peery A. H. Moody A. P. MeNiven 
Minnesota 
Cook Farmers & Merchants State Orr State Bank, Orr, Minn. Taken over 10,000 2,500 Fred Anderson G. J. Francis t 
Deer Creek se a Bank in Deer First National Title 25,000 4,979 Isaac Hazlett T. L. Lee i 
reek 
Faribault ae ” pcre Bank & Security National we. - eestiiuwevtnieeak waders veene eOeenhenees ReeenneS 
rust oO. 
St. Paul First National Merchants National Consolidation 5,000,000 5,133,740 R. C. Lilly Edwin Mott 
Mississippi 
Mize . Peoples Bank of Mize Bank of Mize Succeeds 10,000 2,000C. J. Tullos J. H. Jones i 
Missouri 
Chillicothe Peoples Trust & Savings:Co.|Bank of Utica, Utica, Mo. (Takem over «= [ecccccccccisvccccccccjcccccccccsccccessieseces ; 
Elvins Bank of Elvins Security Bank Taken over 10,000 15,375 R. J. Wood E. J. Francis 
Everton Bank of Everton Citizens ener = =—_—=«s«sdin wb wadseaadteds'ecamens i a ig ais sess 
Gilman City Farmers & Merchants Gilman Bank and Citizens Merger 20,000 5,000 C. F. Oram J. H. Cutshall 
Bank 
Hallsville State Bank of Hallsville Bank of Hallsville and Halls- Merger 15,000 5,000 W. F. Robinson D. B. Carpenter 
ville State 
Kirksville Bank of Kirksville Farmers State, Greentop,Mo Taken over 50,000 37,000 F. S. Fetchling C. G. Young 
Ludlow Ludlow National Farmers National Purchased 25,000 10,000 R. J. Lee J. E. MeNabb 
Pattonsburg Pattonsburg Savings Daviess County Taken over 20,000 31,130 H. H. Green R. C. Price 
St. Louis First National Bank in St. Liberty Central Trust Co. Merger 11,000,000 9,313,290 Walter W. Smith Chas. L. Allen 
Louis 
Salem Dent County Farmers & Merchants SE hat eedancle dae Semanshis den eeastedsncewecnbennet 
Nebraska 
Gordon Gordon State and First American Bank Pea Ct Lv we ehr dick ho caicdeeeesls eecbes ed ee cenales Caesarea 
National 
Norfolk Nebraska State Citizens National POE -- «Edw ber cudelecka cececieled wees cucaeececeeenitans 
New Jersey 
Jersey City First National Bank of New Lincoln Trust Co. Consolidation 1,600,000 1,800,000 Kelley Graham Henry Brown 
Jersey t 
Passaic Hobart Trust Co. Hobart Service Trust Co. Title 1,000,000 482,750John J. Roegner J. % aes 
4 Aast. Tr. & See 
New York ; 
Brooklyn Banca Commerciale Italiana Louis M. P. Scolto & Co.,Succeeds «we cece e ee cece eeeees Louis M. P. Scolto, Branch Manager ‘ 
Trust Co., Brooklyn Br. Private Bank j 
New York Bank of United States Colonial Bank PE  ‘Tliriawasenuiblednvens eusanes exious Seb ceueeanenedhen 
Far Rockaway Bank of United States, Far Bank of the Rockaways es = =—«—i(‘(‘“‘édri a Rw ns Un ans GARD AOR ORSE Deere beaeIaNe&e 
Rockaway Office 
Roscoe First National Bank & Trust First National | A Pree) Mrs ee! Herm re ye Mery 
Co, 
North Carolina i 
Middlesex Rocky Mount Savings & Tr. Middlesex Banking Co. ee =—si«*« Ain WaBinalinsdicnmemadadloneaee eae eU cere eoeeeee 
Co. Middlesex Branch, 
New Bern First National Bank of New National Bank of New Berne Title wc eee cee ec ee cece e eee cenceeeenneeeeees severe J 
Bern 
Rockingham Bank of Pee Dee Richmond County Savings Consolidation ............... Pe) er ee ee ee acs peer 
Statesville Statesville Industrial Hood System Industrial Succeeds 50,000 6,669 H. I. Newbold C. P. Davidson 
Oklahoma ; 
Luther Luther State Guaranty Bank, Consolidation 15,000 4,000 P. M. Vorel O. M. Willeford 
Fallis, Oklahoma 
Sand Springs First State First National Succeeds 25,000 4,2000. L. Stewart Laura Stevens 
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State & TOWN 
Oregon 
Moro 


Portland 


Portland 

Portland — 
Pennsylvania 

Philadelphia 


Philadelphia 
Philadelphia 
Pittsburgh 
Uniontown 
Wernersville 


South Dakota 


Alexandria 


Tennessee 
Memphis 


Texas 
Bonham 
Cumby 


Idalou 

Pampa 

Quinlan 

San Antonio 

Terrell 
West Virginia 

Thomas 


Wisconsin 


Sheboygan 


State & Town 


Florida 
Wauchula 
West Palm Beach 


or; 
Culloden 
daho 
Coeur d’ Alene 
diana 


Argos 
Bluffton 
Bluffton 
lowa 
Farmington 
Mason City 
usetts 
Cohasset 
innesota 
Austin 
Moorhead 
Mississippi 
Lexington 
New Jersey 
Ridgewood 
New York 
Brooklyn 
Brooklyn 


Flushing 
Borough of Queens 
Snyder 


Wells 
Ohio 
Amherst 


Kenton 


Oregon 
Portland 
Texas 


Commerce 
Frisco 
Ladonia 
ashington 
Wilson Creek 


West Virginia 
Harrisville 


CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


(Continued from page 70) 


PRESENT NAME ForMER NAME How CHANGED 


Bank of Moro and Farmers Taken over 
State + 


Moro State 


American National Portland National and Merger 
American Exchange 

Citizens National Citizens Conversion 

Equitable Trust Co. Lumbermens Trust Co. Succeeds 


West Philadelphia Title & Merger 
Trust Co. with Integrity 
Trust Co. as West Phila- 
delphia Title & Trust Office 


Integrity Trust Co 


Ninth Bank & Trust Co. Northern National Merger 
Woodland Bank & Trust Co. Woodland Avenue State Succeeds 
Third National Marine National Absorbed 
Fayette Title & Trust Co. Merchants & Miners State Consolidation 


Wernersville National Bank Wernersville National Title 
& Trust Co. 

First National Bank in Alex- Security National Bank Purchased 

andria 


Union Planters Bank & Trust Union & Planters Bank « Title 


SuRPLUS & 


CaPpimTraL PRESIDENT CASHIER 


PROFITS 

$50,000 $7,500 W. H. Ragsdale W. D. Wallon 

460,000 106,560 A. H. Averill M. R. Jamieson 

200,000 274,400 E. A. Clark Herbert Ambler 
1,250,000 7,354,715 W. K. Hardt W. G. Semisch, Tr 
; 500,000 a 434,840 Wm. M. Reed — W. Hamilton 

150,000 764,614 John M. Core T. Paul Darby, Tr 

125,000 311,3508. S. Hill L. M. Ruth 

50,000 ..........H. J. Wagner Jacob Schiltz 


3,500,000 5,305,600 Frank Hayden R. H. Matson 


Co. Trust Co. 
State Bank & Trust Co. Fannin County State Merger 150,000 25,600 R. B. Williams Neil Williams 
First State Bank in Cumby Cumby State and First Merger 40,000 20,000 W. E. Connor J. F. Weaver 
National 
Security State First State : Reorganization 17,500 2,500 W. L. Bradley M. W. Wiley 
Pampa National Gray County State Conversion 50,000 20,000 C. L. Thomas A. J. MeAlister 
Security State Quinlan National Succeeds 20,000 4,600 J. C. Barrow J. M. Allen 
Central Trust Co. Texas State Bank & Tr. Co. Merger 250,000 98,370 H. H. Rogers W. J. Walthall 
Donen nalene: De. Sh Tee Ci heen hekeeticcsalncacdccaustucéec dcdesicasseceseeauneseiceseaudeceaeqesan 
Miners & Merchants, Peoples Bank, Davis, W. Va. Taken over 30,000 30,000 H. F. E. Hinebaugh M. C. Feather 
Thomas, West Va. (Part of assets taken over 
by Miners & Merchants) 
Merchants State Farmers & Merchants Title 100,000 96,250C. J. Wolf H. A. Kohl 
14 state banks organized—10 national banks organized—3 bank reopened 
NAME OF BANK CaPITAL Surp ius & Pporirs PRESIDENT CasHIER 
Wauchula State 25,000 $5,000 C. J. Cariton Ira Rigdon 
West Palm Beach Atlantic National 100,000 30,000 H. V. Martin Geo. F. Walz 
Fuller-Holmes Banking Co. a i. ~ @deeee U. 8. Fuller J. G. Holmes 
First National Bank in Coeur d’ Alene 100,000 20,000 A. W. Witherspoon C. F. Hess 
The Argos State ; A) ee A. A. Schoonover H. E. Hillis * 
First Commercial 55,000 27,500 C. M. Meyer Fred Potthoff 
Old National 100,000 50,000 Henry C. Paul F. W. Hitzeman 
Farmington State 25,000 10,000 W. A. Logan E. A. Ebersole 
Northwest Savings 100,000 50,000 E. H. Wagner R. P. Lien 
Cohasset National ee 4 “ease Hugh Bancroft Ralph C. Eichler 
Farmers & Merchants State * 60,000 13,176 A. V. A. Peterson L. H. Williams 
First National Bank in Moorhead 100,000 50,000 H. H. Hallenberg O. B. Rusness 
Lexington Savings 30,000 6,000 W. L. Jordan W. D. Wilson 
North Jersey Trust Co. ee H. H. Harvey D. E. Roman, Treas. 
Brooklyn National 1,500,000 1,950,000 W. C. Redfield Geo. W. Siver 
Kingsboro National Bank of Brook- 500,000 250,000 Emmet J. McCormack W. 5S. Nixon 
lyn in New York 
National Bank of Queens County ae ~6h—hCs—C(<‘( L”séséjwenee Theodore P. Lawlor E. L. King 
(To open about May 1, 1929) 
Bank of Snyder 100,000 50,000 F. W. Mundie H. J. Vogelsang 
(To open July 1, 1929) 
Hamilton County National 50,000 25,000 Vana! =— i aeesfsfsésés wither ts eee aaa 
Amherst Savings & Banking Co. 50,000 3,323 H. A. Wesbecker G. E. Thomas 
_ (Reopened) 
Kenton Savings Bank & Trust Co 150,000 20,000 A. C. Johnston H. H. Shanks 
(Reopened) 
Central National 200,000 40,000 J. C. Ainsworth C. H. Vaughan 
Security State Cee) A akecse J. T. Jackson J. M. Brannon 
First State 25,000 ticinia M. C. Parrish Joe P. Self 
Farmers & Merchants State 25,000 2,500 R. L. Thornton A. L. Bartley 
Wilson Creek State 25,000 5,000 H. Thomsen D. F. Mordhorst 
(Reopened) 
Union Bank 50,000 5,000 W. H. Westfall A. H. Elliott 


BANKERS MONTHLY MAY 1929 








CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


POSITION WANTED 


Attorney, at present Assistant Trust Officer 
in moderate sized bank, desires change. Would 
consider any good commercial or trust position 
in which legal training would be a qualification. 
Address, Box 450. ¢ /o THE BANKERS MONTH- 
LY, 536 S. Clark St., Chicago, Ill. 4*-1 ti. 


PRINTING 


Omaha Printing Company, 138th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office Furniture. 7*-12 ti. 





Oe 


NEW SAVINGS 
ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms? 


Ask for Folder B. M. 


DAVENPORT-TAYLOR MFc. Co. 


412 Orleans St. 318 Little Bldg. 136 W. 43rdSt. 
CHICAGO BOSTON NEW YORK 








STEEL: STRONG BETTER Soe ed TOOLS 
BETTER C COIN TELLERS 


Coin Wrappers, Currency 
Straps, Tubular Wrap- 
pers, Tellers’ Moisteners, 
Coin Trays, Coin Bags, 
Lead Seals, Seal Presses, 
‘f \\ Manual Counters, Wrap- 


| \ _per Cabinets. 


Sold By Leading | Bank ‘Stationers 


The C, L. Downer <2 Co., . Cincinnati, Ohio 
941.943.945.947 Clark Street 


Get Business and You’ll Get Ahead 


EPRINTS of this article, which 
was handed to many bank em- 


ployees when it was published in a 
recent issue of THE BANKERS 
MONTHLY, are now available. 
Many banks have distributed this re- 
print to everyone in the institution. 
The result is that the entire personnel 
is tuned to the building of the bank. 
New accounts come in from many 
unexpected sources as a result. These 
reprints may be had in any quantity 
at 5 cents each. 


THE BANKERS MONTHLY 
536 So. Clark St., Chicago 


National Newark & Essex 
Banking Co. Celebrates 125th 


Anniversary 


The National Newark & Essex Banking 
Co. of Newark, N. J. celebrated its 125th 
anniversary and the beginning of prepara- 
tions for the erection of its new 32-story 
building, with a reception held in its bank- 
ing quarters on April 3. 

Nine of the employees, six girls and three 
men, were dressed in the style of 1804, the 
date of the opening of the bank under the 
name‘ ‘ The New Ark Banking and Insurance 
Co.’’ The girls presented each lady guest 
with a flower, and the men handed cigars 
to the gentlemen. A reception committee 
of 25 employees assisted the officers and 
directors in ushering in and receiving the 
guests. Musie was played throughout the 
afternoon and a caterer served some 3,000 
guests with refreshments. 

A feature of the occasion was the loosen- 
ing of a block in the building by Mr. 
Charles L. Farrell, ninth president of the 
institution, thus formally starting the 
demolition of the old building to make way 
for the new structure which will soon rise. 


F. A. A. Plans “How To” 


Convention 


A ‘*How To’’ Convention is being 
planned by the Financial Advertisers As- 
sociation. To be certain that the ‘‘how to’’ 
idea wiH be earried out fully, plans are 
already being carefully laid, even though 
the convention will not be held until the 
end of October in Atlanta. 

Charlies H. MeMahon, director of adver- 
tising of the First National Bank of De- 
troit, and a vice president of the Associa- 
tion, explains the idea back of the ‘‘ how 
to’ plan, thus:—‘‘ This is a ‘how to’ age. 
Analysis shows a desire on the part of 
most of us for specific information on how 
best to conduct our business development 
and advertising department. A convention 
that offers fifty ways to develop profitable 
business for a bank, a trust company, and 
an investment house will have a wide ap- 
peal to financial men who wish to see their 
institutions grow.’’ 


Announcement has just been received of 
the formation of a company known as the 
ELDRED M. KEAYS CO., located at 105 
Wells St., Milwaukee, Wis. The announced 
purpose of this company is to give to inves- 
tors, individual banks and corporations, an 
individual type of investment information. 
Mr. Keays, the head of the company, in- 
stalled the statistical department for the 
Second Ward Savings Bank and the Second 
Ward Securities Co. in 1919. Previous to 
that, he was a member of the statistical 
department of a New York Stock Exchange 
firm. He has recently organized the statis- 
tical service for the Milwaukee Co., a new 
securities organization formed by several 
of the members of the Second Ward Secur- 
ities Co., when that organization became 
affiliated with the First Wisconsin National 
Bank. 


Banking needs and deserves a 
man’s full capacity. 
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